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T is is the true story 
of a shoe merchant 
who had an almost 
good business. It was 
within a few hundred dollars 
of being a successful ven- 
ture. But try as he would 
this merchant could not win 
trade enough to make the 
thing profitable. Each sea- 
son he had the same petty 
little loss. He never could quite make the grade. 

So that you may better understand the conditions, 
here is a brief description of the lay out. It was a 
leased department in a large store catering to high 
class trade of men and women. The department was on 
the first floor, near the main entrance. It was hand- 
somely furnished. The salesforce was competent and 
the shoes were the best makes, stylish to the last word 
and desirable as shoes could be. 

But still the women did not warm to the department. 
There was something wrong and the merchant was not 
able to put his finger on the weak spot. 

He used liberal newspaper advertising and his win- 
dow displays were fine. He used to stand just within 
the front door and watch the people pass. They would 
stop and Inok, examine shoes carefully, hesitate as if 
to enter but go on up the street. Now that was a 
puzzling situation. Something was off and he could not 
get the reason. The trade he had was loy..!1 and grew 
a little at a time but not enough to pull the depart- 
ment out of the red. 

One day a traveler wa: d'scussing the sit:-ation with 
the merchant and in a burst of inspiratior said: “Old 
man, I believe I have found the reason for your trouble. 
I have been studyinz this city for some time. I visit 
aii the other stores, and watch the cust~mers as they 
come and go. Your department is nice, your shoes are 
good, and your salespeopie are the best I know. But 
somehow you lack the hwman touch. You need some- 
thing to interest women vitally. Something that will 
appeal to their imagination or whatever it is that needs 
to be appealed to. I am persuaded that it is children’s 
shoes. At any rate it is worth tryiug. My advice to 
you is to get the best line you can obtain. A nationally 
known line if possible. Surely it must be an advertised 


er 


No store is completely a community 
service station if it omits children’s 
shoes. Here is proof that a chil- 
dren’s department can lead the way 
to a profit that will repeat yearly. 


line. Be sure that it has 
something that will touch the 
mother instinct that lies in 
every woman’s heart. Try it 
and see.” 

That was two years ago. 
In a conversation with a rep- 
resentative of the RECORDER, 
the merchant told a remark- 
able story of how his busi- 
ness was practically made 
over from the day he put in that line of children’s shoes. 

“I was skeptical,” he said, “but desperate and you 
know that desperation sometimes puts a man on his best 
mettle. I hunted out a line of children’s shoes that 
seemed to fill the bill. I put them on display and adver- 
tised them liberally. The first Saturday after opening 
the new line I had more than twenty mothers in the 
department. All new trade. 

“Not one of them had ever visited my department 
before. I sold some of them from one to three pairs of 
those wonderful shoes for children. I also sold a few 
pairs of women’s shoes along with the children’s. One 
woman said frankly that she had passed my place many 
times but had never been attracted enough to enter. 
She said she had a feeling that I was just in business 
to sell shoes, that I had no personal interest in her or 
her family. But when I announced the new line of 
children’s shoes she was at once interested and came 
to investigate. The little shoes did the rest.” 


E added that he would show a nice gain and a sub- 
stantial profit on both women’s and children’s 
shoes. As the last word he said: 

“Somehow I think I am beginning to get the view- 
point of the women. The maternal instinct is so strong 
in the better class of women they are cold to a store that 
is indifferent to children. Of course the flapper trade 
is not the least bit interested in children’s shoes. 
Neither is it interested in any one store. They flap 
around from one to another. But the kind of women 
I want to sell are mothers at heart and hereafter I am 
going to cater to that very instinct. They are the ones 
who have real money to spend for shoes and once you 
establish yourself with them they keep coming back 
again and again.” 
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FOOTWEAR Soles 


Speed Lines Seen in cAirplanes 
Have Been Translated 

Into Women’s Shoe 
Patterns 


























The Spirit of the Air 
Is Seen in Modes for Spring 
and Summer—E€Even Propeller Blades 


cAre in Evidence 








industry caught a new style note. 

Madame Jeffries writes: “Miss Ruth Elder, frail, dainty 
and perfectly poised, exemplifies the new feminine woman when 
she tells of her interest in shoes. Sitting carelessly in a deep, easy 
chair, this extraordinary girl told me of her preference for pump 
styles because they added length to her foot and silhouette, and 
she thought it the most comfortable and speedy footwear one could 
wear. In building her shoes her shoemaker complemented her with 
the side airplane dips which she displayed with childlike eagerness. 

“Miss Elder spoke of the longer vamps which she favors. While 
her shoe size is 614A, her foot is beautifully proportioned. 

“While we talked she expressed a love of suede and lizard com- 
binations. She is a lover of the beautiful and expresses it so com- 
pletely that unless one searched the eye they would never see the 
silent power of this charmingly balanced aviator.” 


W wars Ruth Elder talked with Madame Hamilton Jeffries 


HE general news and happenings of the day have a great bear- 

ing on the construction of new fashions. When the sport sea- 

son was forecast it had a definite bearing on the creation of 
smart clothes and the styling cf these garments took the news of the 
day as the inspiration, namely, aviation. 

Lightening effects of decoration of sport suits and the tight skull 

caps modified to lift over the left eyebrow are all vibrant of the Lind- 
bergh interest. Shoes naturally are harmonized through the dress 
line, and if the shoe manufacturer or pattern creator wishes to have 
progressive thought a knowledge of these things is absolutely neces- 
sary. 
When general interest was aroused by Americans who visiteu the 
Paris Fair last year, the accent of modern manufactured articles had 
the keynote of modernistic art. Already the French importations had 
adopted many of these ideis which were shown in the Salon D’Autom 
collection. The artistic background of some new picture became the 
motive of line in costume creation. 


T Lord & Taylor’s, New York, and Jordan, Marsh, Boston, there 

are two unusual exhibitions of modern French art. It is explained 

that heretofore we have been furnishing our homes with articles gath- 

ered from centuries back which express the thought and personality 

of that period. Today there is a new progression, new thought and a 

different style of living, and these trends are expressed in the modern 
school of art, the French school being chosen as an example. 

The French school is very modern and expresses-keenly and definite- Speed in proportion 
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Speed in propeller motif 












Speed in wing lines 
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ly the life of the twentieth century. Quick 
starts and short stops and the hurry and 
bustle of everyday life, the accuracy and 
alertness of modern machinery, and unseen 
contacts are here in modern art. This school 
is very sensitive to proportion, relying on 
effects, colored depths and finish of mate- 
rial for desired harmony. For those who 
will take the time there is much to learn, 
and the shoe retailer as well as the pattern 
maker should give serious study to the back- 
grounds, color combinations and the use of 
important lines which are clearly defined. 
Lengths on speed lines, namely, the diagonal 
strappings and underlays of high-lighted col- 
orings, are a primary principle. The unex- 
pected beginning and the quick ending to a 
definite point should be inspiration for the 
pattern maker. 


HE pattern maker should be tremendous- 
ly interested as the basic principle of new 
line effects are all exemplified in the artistic 
demonstrations of speed as illustrated by 
aviation and proportioning as seen in mod- 
ern art. In dress fashions it is now said, 
“Style is an expression of a line of a 
seam”—in shoes are we approaching a new 
period when the sweep of a line will be of 
prime importance? Recently we showed a 
simple pump with a broken line across the 
vamp below the throat. That was a line by 
a master hand. It was an achievement in 
style that was unexpectedly distinctive. 
Some of the new airplane lines in hats, 
dresses and shoes express speed with the 
most simple effects. The new thought of 
speed in line therefore gives to industry a 
new vehicle of style expression. 
The airplane is not designed primarily ay 
a thing of beauty. Its structure and its lines 
are mechanically figured out so that air re- 
sistance is reduced to a minimum, yet the air- 
plane far outstrips the motor car, the rail- 
way engine or any other vehicle of land trans- 
portation in sheer beauty. It is approached 
only by the modern speedboat, also designed 
on streamlines, to diminish the natural re- 
sistance of the water. Isn’t there a basic 
principle of beauty underlying these facts? 
Isn’t the streamline, produced first of all to 
cleave through air or water, essentially a 
natural one of beauty? We think it is, and it 
is being interpreted more and more in every- 
thing that bears the stamp of style. We 
see it reproduced in the new modernistic mode 
of home decoration and in garments and acces- 
sories. It typifies the spirit of the age, the 
swift-passing, light and graceful flow of mo- 
tion. There is nothing fragile in the new 
lines, but rather lightness combined with 


power. 
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Speed in streamlines 














Speed in modernistic de- 
sign 





Speed in simplicity of liae 
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Getting More Shoes Sold Right 
















Get the Money—NOW 


Y sane merchant wants to face facts and 
not fiction today. Not so long ago he was 
worrying about “walk-outs’”—that is the customer 
who goes out of the store without buying because 
the store has not the particular style, color or pat- 
tern in stock. Today that-merchant is far more 
interested in how to increase “walk-ins”—the cus- 
tomer who enters the store with some buying 
interest in footwear. 

The immediate outlook is “not so good” when 
stores are carrying merchandise over to the fall 
and winter of 1928-29. What do you think of a 
men’s clothing house that puts in storage on the 
first of March the equivalent of 60 per cent of its 
inventory as of Januarv 1. That house found the 
customer would not pay the cost of the suit plus 
store over-head. The customer would only part 
with his dollar on the basis of a real loss to the 
store. Therefore the goods were held over with 
the risk of style change until fall and winter, 1928. 

We know that there will be plenty of rubber 
goods and plenty of shoes which will also be 
carried over. It is not modern merchandising, 
but in times of stress who is there that sticks to 
the letter of merchandising law? 

Now is the time to put every possible emphasis 
upon people “who can buy if they will.” The shoe 
industry has found out that with unemployment, 
thousands of people are in the reverse situation— 
“they would buy if they could.” 

There is very little place for frills and extrava- 
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gances in the shoe business in the next six months. 
We have preached a very practical point in putting 
all the emphasis on “getting the money.”’ No mer- 
chant is going to let 25c. or 50c. interfere with the 
making of a sale. He would rather have thumped 
up on his cash register two sales where only one 
grew before, even though he made less money per 
sale. 


Dressing a la “Peach” 


= men’s clothing industry is not particularly 

happy or prosperous, but it, too, lives in hopes. 
The next move to make a man clothes-conscious 
comes through the employment of Tyrus Raymond 
Cobb, “the Georgia Peach,” who may retire from 
baseball to become a super-promoter of men’s 
clothing. 

The idea back of it is for the hero of the diamond 
to win his way into the purse of the American 
youth, so that more money will be spent sartorially. 
“T” will tour the country, talk sports to young 
men, “and generally lead up to the matter of 
clothes.” 

All manner of missionary work is being tried 
these days. If the clothing industry goes to the 
baseball diamond for a disciple, shall the shoe in- 
dustry employ “Gene” Tunney in his Shakespear- 
ian eloquence to lead the young men to clean sports 
and clean shoes. 

Before long we will have so much scenery built 
about the propaganda of merchandising that the 
“object pushed” will be an insignificant appendage 
to the proposition. Millions for flub-dubbery, but 
not one cent for common sense. 


A Place for Common Sense 


OTHING takes the place of common sense. 

Nothing takes the place of intelligent work. 
Combine the two and you don’t need to worry about 
competition. The argument “pro and con” of the 
chain store gets nobody in particular any further 
ahead. The test is in the public’s acceptance of 
the merchandise. 

Shoes are not package goods, bought like so 
much butter by weight, or cereal by advertising. 
The shoe has got to fit the eye and the purse, but 
first it must fit the foot. The man in a little coun- 
try store can compete, if he-has the sizes, with the 
best stores in the land, given the same customer 
and the same community. No debate is won by 
the decision of judges. Time and the testing by 
experience proves one method of merchandising 
will always get the money. 

The merchant who can convince the customer 
that he knows the human foot, its functioning and 
its ailments, also that he knows public taste in 
the type of pattern, the color of the material and 
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the selection of the shoe to be a well-balanced arti- 
cle at the price, is going to win every time. 

Don’t, however, get caught in the clutch of a 
fixed price. Some of the chain stores in the lower 
field are in for trouble. To hold the price they 
have got to cheapen the article. The public is rea- 
sonable when price is explained. The common- 
sense policy today is to buy shoes that fit the com- 
munity through the eye as well as on the foot, and 
sell them at a price that will pay for the cost of 
selection, stocking and selling and will give to the 
store an adequate, fair profit. That’s the order 
of events for this year. 

The shoe industry isn’t so very much at that. 
By a good deal of stretching it may be said that the 
shoe stores of this country sell in footwear ap- 
proximately two billion dollars’ worth of merchan- 
dise. 

Do you know that the business of beauty equals 
that. Today the sum of money spent yearly in 
beautifying the American woman above the neck 
is estimated at two billion dollars. Out of every 
hundred city women, seventy-five are said to be 
patrons of beauty 
shops. The Dry Goods 
Economist tells us that 
there are 40,000 such 
shops in New York 
City alone. 

If a woman will 
spend so much for self- 
beautification of the 
face, have we not a 
great job of educating 
her to beautify her 
feet? She finds the 
money for the new 
powders, creams, lo- 
tions and skin foods. 

What terrific effort 
have we got to now 
make to keep her feet 
in her mind? It is only 
by beautiful footwear 
in color and design, 
properly shown in rela- 
tion to the harmony of 
costume, that we can 
develop a better shoe 
business. We have got 
to watch out that the 
shoe man’s honeymoon 
is not setting, for the 
little hat maker is call- 
ing for more money, 
and two billion dollars 
is needed for faces. 

























week in the year. 


those who do not read. 
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The ‘Reason Why 


I. SPRINGER 
Sparta, Ga. 


With pleasure I send you my check for two years’ 
subscription to the Boot AND SHOE RECORDER. 

I have become extremely attached to your beauti- 
ful magazine. It gives me more knowledge about 
the shoe business than I have been able to obtain 
from any other source in all my 30 years’ experience. 

I would advise every one in the shoe business to 
read the Boor AND SHOE ReEcorper. It is abso- 
lutely the greatest help to anyone who handles shoes. 

Yours very truly, 


(Signed) I. SPRINGER. 


72 * tans. 

Boston, New York, Chicago and St. Louis are a 
long distance from Sparta as the crow flies. 

But they are very close to Sparta as the RECORDER 

flies—bringing the markets to Mr. Springer every 


The great majority of merchants who fail are 


Knowledge is Solvency. 


Soee Gee 
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There are three weeks to sell every woman one 
or more pairs of shoes before Easter. Let’s get 
our share of the public purse and try to get it first. 


Legs Are News 


GS are still news, and always will be. Last 

week must have been leg-week all over the 
country. We showed a shoe merchant forty-seven 
articles culled from a hundred newspapers—every 
one of them a rhapsody on legs. How do you like 
this? 

So to break the ice one asks quite naturally, 
“Where did you get your beautiful legs?” Miss 
Mary Eaton of “The Five o’Clock Girl” replied 
just as naturally: “My mother had a lot to do 
with them. She has always had beautiful legs, 
and my father at 56 is still slim and straight. 
But my sister, Pearl, who is a buck dancer, has 
the most beautiful legs in our family, and there 


is a lot to be said for Doris, who has specialized 
in eccentric dancing.” 


After reading this the merchant fell off the 
chair. Coming to, he said: “All this propaganda 
of beautiful legs is playing a prominent part in the 
sale of hosiery and 
shoes (from two to six 
pairs of hose are sold 
to every pair of shoes) 
for with millions of 
lines in print they help 
to pull the eye down to 
our business of shoe 
selling. Therefore it is 
up to us to make the 
shoes so beautiful that 
women have got to buy 
more and more pairs. 

“T have noticed a 
tendency on the part of 
a lot of merchants to 
play the game ‘cozy’ 
this year, to stock heav- 
ily on staple blacks and 
Maybe we’re all 
wrong. Maybe there is 
a place for fancy colors, 
for new sandals and for 
special shoes. Maybe 
reds and greens and 
red-hot colors have a 
place after all.” 

Shoe consciousness? 
If men are going to 
wear some of the fancy 
patterns put out under 
the name of sport shoes, 
they’ll be conscious of 
their footwear. 


President. 
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Here is a prosperous, happy 

little town of 10,000 popu- 

lation—and 10,000 is a lot of 
people. 


In addition to these 10,000 

residents, there are not less 

than 10,000 others in the 

trading area. Let’s call the 
total 21,000. 


This group of 21,000. people 

represents four thousand fam- 

ilies, each and every member 

of which wears shoes of some 
kind, don’t they? 








This total population divides 

into three equal groups—7,000 

men, 7,000 women and 7,000 

children under fourteen years 
of age. 


If the men buy two pairs a 
year, the women three pairs 
and the children three pairs, 
that means a total of 56,000 
pairs which these people buy 
from someone—14,000 men’s 
pairs; 21,000 women’s pairs; 
and 21,000 children’s pairs. 
That seems to make sense, 
doesn’t it? 


If the men’s and women’s shoes 
average $5 a pair at retail and 
the children’s shoes, $3 a pair 
at retail, that means a total of 
$238,000, to say nothing of 
hosiery, rubbers and other 
things usually sold in shoe 
stores. Two hundred and 
thirty-eight thousand dollars 
is some shoe business. 








Now what we want to know 
is this: What percentage of 
this total volume did YOU do 


in 1927? 


There are _ possibly twelve 
places in this tcwn where shoes 
may be bought, perhaps six 
shoe stores and six depart- 
ments in other stores. This 
means an average shoe volume 
for each of these stores of 
about $20,000. Were you 
ABOVE or BELOW this aver- 
age at the end of the year 
1927? 








If the average family income 
is $2,000 and if there are 
4,000 families, that means a 
total family income of $8,000,- 








10 


This $8,000,000 income is 
spent but, as we have seen, 
only $238,000 is spent for 
shoes. In other words, this 
means that in the average 
case, 97 per cent of the family 
income goes for things other 
than shoes and the remainder, 
a bare three per cent, is turned 
over to the retail shoe mer- 
chant. 


11 


For the purpose of making 
our next point clear, we will 
assume that in 1927 you did a 
total volume of business 
amounting to forty-two thou- 
sand dollars at retail. This 
represented the selling of a 
total of seventy-two hundred 
pairs of shoes to men, women 
and children, or— 


12 





Average monthly sales of 

$3500 (600 pairs); average 

weekly sales of $800 (140 

pairs); average daily of $133 
(23 pairs). 





13 





If each of you three people 
who sell shoes in this store we 
are discussing, should increase 
your sales only one pair per 
day, and even if there were no 
increases in retail prices, your 
daily average would be in- 
creased to $151 or 26 pairs, as 
compared with $133 or 23 
pairs as it was before. 


14 








The weekly average would 

then be $908 (158 pairs); the 

monthly would be $3932 (672 

pairs); the annual $47,184 
(8064 pairs). 


15 








Not to mention the additional 
$5000 or increase 
which would come from higher 
prices made necessary by an 
advancing market. 








The Prosperity of Your Business 


depends absolutely on how much confidence you have in your abil- 
ity to do this—how much energy and enthusiasm you put into your 


plan to accomplish this result 
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With a Diminishing Supply of Skins, All Kinds of Stunts are Now 
in Order to Increase the Usable -Area 


HEY do queer things these days. A tanner of 

cow hides can get two pieces of leather from one 

hide. For instance, by splitting a hide with the 
belt knife machine, he can get a grain split, useful for 
patent leather; and a fiesh split, useful for an insole. 
This helps to explain the tremendous popularity of 
patent leather. 

Some tanners claim an increase in the measurements 
of their leather <:rough improved tanning processes. 
An increased yield on light leather is had by drying the 
leather in stretch; that is, stretched out. Two big 
tanneries stretch out their leather on boards, to which 
they cement it with an adhesive, instead of driving a 
row of tacks around its edge. This yields them several 
more feet of leather from each 100 pounds of skins. 
The wastage caused by the tack holes is saved. 

Of course, there is a considerable increase in the 
useful footage of leather from the practice of covering 
the grain with the varnish or patent finish, the lacquer 
finish or the pigment finish. These finishes cover up 
scratches and grain defects so that the cutters can get 
more shoes from each 100 feet of leather. The same 
may be said of embossed finishes. 

The tanners are not yet at the end of their resources 
in increasing their yield of leather from a limited quan- 
tity of hides. Besides, they can make their leather 
more durable, and thereby postpone the day of “a 
leather famine.” 

It takes 500,000,000 pairs of soles of leather and 
600,000,000 feet of upper leather to shoe pavement 
pounders of America. 


Seventy per cent of all leather made by American 
tanners is used in boots and shoes. The remainder is 
made up into pocketbooks, bags, luggage, belts, book 
covers, upholstery leathers, mechanical leathers, har- 
nesses and saddlery belting, and so on. 

Each year more than 500,000,000 pounds of footwear 
is ground into dust under the feet of American pedes- 
trians. 

Tanners import 360,000,000 hides and skins annually. 
A third, mostly cow hides, comes from Argentine. India 
sends us 20,000,000 pounds of kid skins each year; 
China, 6,000,000 pounds; and Mexico, 3,000,000 pounds. 
Australia and New Zealand provide us with 15,000,000 
pounds of sheep and lamb skins annually. The total 
business in Jeather and leather goods, including shoes, 
exceeds a billion a year. 


GOVERNMENT bulletin says that 30 per cent of 

sheep leather is for shoes, 13 per cent for gloves, 
13 per cent for hat sweats and the balance for various 
novel and mechanical leathers. 

These figures show how other materials compete with 
shoes for supplies of leather from tanners. Coat 
leather has taken much leather from the shoe markets. 
So have bags and purses. 

On the other hand, since the electric wire has taken 
the place of much belting for the transmission of power, 
there is a large quantity of heavy leather released for 
soles of shoes. Likewise is it with automobiles taking 
the place of the carriages drawn by harness. 

















(Prices from 








The Trend of Hide Prices 


Packees Packers Packers 
Week Heavy Branded | Heavy Texas Chicago City 
Ending | Native Steers Cows Steers Calf Skins 
Go Sore 261% | 241, 26 27 -34 
2 RE 261, | 24 26 26-33 
Oe RRS 261 24 26 26 -34 
Bins ccutans 261 | 24 26 | 25 -33 
eee 24 | 22 24 241-32 
ee Saaeinge 231% 22 23 24-32 
Feb. 25.......... | 231, | 22 23 24 -30 
Es a 23 | 21 221% 22 -28 
March 10......... 23 21 | 221, 21 -29 
One year ago..... 14 12 | 131% 1314-174 


“Hide & Leather’’) 
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The foundation of the shoe collapsed. The great toe 

was curled up against the lining, breaking through it. 

Soon would have come a distortion of the metatarsal 

arch and real foot injury, permanently laming the 
wearer 


MAN’S shoe, cut up the other day to observe 
fh the materials as well as the manner of its 

construction, revealed a surprising state of 
affairs, especially in the bottom or tread of the shoe, a 
most vital point, all salesmen will agree. 

This shoe looked like an ordinary, low price shoe, 
such as men wear on the streets of big cities, and in- 
spection of it justified this opinion. The origin of the 
shoe is unknown, for it bore no trade mark of any sort. 
We suspect that a manufacturer would not wish to put 
his name on such a specimen of footwear. At least, he 
would not be proud of it in its worn state. 

True enough, the shoe was made over a fairly smart 
last, and of a reasonably good pattern and of a passable 
black calf upper. But the opening up of the forepart 
revealed the real character of the shoe, for the bottom 
was worn thin under the ball joint, the edges of the 
insole curled up, the surface of the insole was marred 
by sweat cracks, and the contour of the tread was worn 
to such a shape that the big toe was forced to point up 
toward the skies, which is a most unreasonable posi- 
tion for the big toe to take, to say the least. 

Indeed, the big toe in this shoe was forced to turn 
up so much that its nail pushed against the vamp lining 
and wore a hole through it and, doubtless, would have 
worn a hole through the leather of the vamp itself if 
the hard box in the toe of the shoe had not stood like 
a wall of adamant. 

A rule was applied to the forepart and these meas- 
urements were taken: 


HE substance under the ball joint measured three- 

eighths of an inch thick. It was made up of one- 
eighth of an inch of leather for the outsole, another one- 
eighth for the insole, and another one-eighth for the 
filler of cork and cement. 

The edge, including the outsole and the welting, 
measured a full four-eighths inch. It looked thicker; 
indeed, it gave an appearance of some substance and 
even of strength. Yet the interior of the shoe showed 
that the forepart tread had broken down. 

A cut across the shank revealed a thickness of nearly 
one-fourth inch also, and a shank piece of wood. The 
arch was substantial enough to hold up the instep of 
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cAn Expert Predicts That Some Day 

the Consumer May Have the Right 

to Recover for Distorted Feet (aused 
by Faulty Shoe (onstruction. 


the foot. Possibly a lighter arch would have improved 


the style of the shoe. 
The heel seat may be passed as ordinary. The coun- 
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(CHEAPLY Made Mans SHOE 


the HOOT? 


By FRED A. GANNON 








iT WONT LAST 
, SiX WEEKS 
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ter continues of fairly good shape, and the quarter 
linings do not show as much signs of wear as might be 
expected, considering the general state of the shoe. It 
is quite possible, however, that the foot thrust ahead 
in the shoe, thereby relieving the heel seat from wear 
but at the same time’forcing the wear on the forepart, 
as was shown by the holes in the forepart linings, both 
those made by the nail of the big toe and by the little 
toe as it pressed against the side of the shoe. 


oA SIMILAR thought is deduced from inspection of 
the vamp lining. It is made of two pieces of fab- 
ric, seamed together in the middle. The thread of that 
seam must have chewed on stockings and chafed on the 
skin of toes if it got a chance. Besides, there is the hole. 

The tread of the shoe has slumped down under the 
ball joint (the hinge of the big toe) and also under the 
ball of the same toe, and there is a hump between the 
two depressions. From the second of the depressions, 
that under the ball of the foot, the bottom of the shoes 
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increases in thickness by reason of the layers of the 
outsole, the insole and the substance of the box toe be- 
tween them, until it becomes a full one-half inch thick. 

If a wrestler can get a grip on an opponent’s big toe, 
he can conquer him, just the same as a schoolboy can 
overcome his opponent by twisting his thumb. It 
would seem as if this shoe got a grip on the big toe of 
its wearer and distorted it, even possibly causing swell- 
ing of the ball joint or the breaking down of the fore- 
part or metatarsal arch of the foot. 

The moral of all this, if a moral be required, is that 
the fit of the shoe is more important than the price. 
Should a contractor construct a building with such weak 
foundations that the structure collapsed, he would have 
to stand suit by the owner of the building. And we 
have a fear that some day an enterprising lawyer, who 
may be either an “ambulance chaser” seeking gain or a 
philanthropist seeking to improve public health, will 
bring suit against a shoe merchant on behalf of a client 
whose feet have been injured by faulty shoes. 
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The INDEPENDENT 


Store Beats The Game By Joining 
To Stage -A Big (0-Operativ 


Shoe 


as usual, with independents, department stores and 

chain stores all getting a share of the consumer’s 
dollar devoted to protecting and beautifying the feet. 
Proprietor Silverman of The Economy Shoe Store had 
tried many ways of increasing his sales and his profits, 
but with indifferent success until a young advertising 
man, K. John Fries, interested Silverman and several 
other live independent merchants of thé town in a plan 
to conduct a cooperative or group selling event, patterned 
after the manner in which leading department stores 
have merged interests to buy collectively. 

The shoe merchant, jeweler, furniture dealer, hard- 
ware, luggage and radio shop and men’s and women’s 
wear stores joined in the movement. Seven full pages 
of advertising in the local newspaper heralded the event, 
which established new records in New Castle as well as 
ushering in a unique method of boosting volume of sales. 
In a one-day event sales for the group of stores increased 
275 per cent, with profits more than double for the same 
day of the previous year, despite increased selling ex- 
penses. 

The Economy line includes high, medium and popular 
priced footwear for men, women and children. The sale 
day was accompanied by a heavy rain so that the people 
who could afford better grade shoes didn’t avail them- 
selves of an opportunity to obtain them at a reduction, 
but the demand for medium and lower priced shoes was 
200 per cent greater than usual. 

In arranging his stock, Mr. Silverman figures the 
cheaper grades are used by the poorer class for every day 
wear, by the medium class for rough wear, and are not 
desired by the better class at all. Medium grade shoes, 
he figures, are used by the poor class for dress wear, by 
the medium class for every day wear and by the better 
class for rough wear. The high grade shoes, he feels, 
are not bought by the poor class at all, by the medium 
class for dress wear and by the better class for regular 
wear. 

K. John Fries became the champion of the indepen- 
dents. When chain and department store boosters 
praised the modern methods, large purchasing power and 
economical operation, as a result of which those stores 
were enabled to give greater values, he differed with 
them. Defending the place of the independent in retail- 
ing, he said: 

“The independent merchant builds for himself and his 
store a certain prestige. The prestige of a group of these 
independent operators is far greater than that of a 
single department store. The scope of patronage is far 
larger than that of the department store.” 

But his point was not admitted by the friends who 
considered chain and department store merchandising 
THE thing, so he organized the six leading independent 
stores of the town—Haney Furniture Co., Kirk, Hutton 
& Co., hardware; Neiman’s, women’s apparel; Economy 
Shoe Store, Reynolds & Summers, men’s furnishings, and 
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MERCHANTS “™. [RUST 


| Forces For One Day Only With Others 
 § Sale—Result 275% Increase 











: ae oo ; | Jack Gerson’s, jewelry—to participate in his group sell- 
SDAY novesuan a. _ TWENTY-THREE ing plan. 
a The day was set and was called “Castle Day.” A full 





Y page ad was used to announce the group sale, with a de- 
e lay. @®ee*# | scription of the event and a box listing 209 items on 
| which there were special reductions. The stores in which 


the items were for sale were also listed in the box. Sup- 







































































«J q 
de 3 ' PRICES ‘and Oxtords porting this advertisement was a full page for each of 
and : Guaranteed Free! 81,00 Sik Hose With the cooperating firms. 
a Hap o <2 spent : A gain of 327 per cent was made by the jeweler, who 
tong Gaetan oe | obtained 96 new accounts. The furniture sales were over 
— prt ape harsh pa 300 per cent larger and the clothier increased his sales 
ee = ned ee ee | and obtained 3000 new names for his mailing list. The 
7, | shoe merchant’s sales were an even 200 per cent higher. 
- {ONSTRATION The shoe merchant was in the middle of the zone in 
_ Sceiedaehanie which the stores are located. It was not unusual, there- 
— and | Value Gi Giving! ementniones Gn fore, that Mr. Silverman counted many new faces among 
24 OVR FAMOUS oe his patrons that day, including customers of the other 

‘ five stores with which he was cooperating that day. The 
MH Pane Oe, results were better than had been anticipated and the 
TE David Stiverman Prog | _..20% OFF + method will be given another trial. 
= OPULAR SHOE STORE | mF Wry in in — The text of the group advertisement announcing the 
tod S50 Pair of Ladiew and Growing Gir | | Ome Buekle Areties sale makes interesting reading. Here it is: 

Gutcsds & Slippers pe annytenn “It’s ‘Castle Day’—the greatest sales day in all New 
J “jus Gute Co Castle history. 
ie — 1m f) “It’s Castle Day at The Haney Furniture Co. 

x fe - “It’s Castle Day at Kirk, Hutton & Co. 
i] 4 ee 8 ote “It’s Castle Day at Neiman’s. 
= ; “It’s Castle Day at The Economy Shoe Store. 
Ty 4 “It’s Castle Day at Reynolds & Summers. 
lig : “It’s Castle Day at Jack Gerson’s 
d 


“Wednesday will probably be the largest day in New 
Castle’s history in the point of volume of retail sales. 
The people of this community are very fortunate in 
having merchants whose enterprise makes such oppor- 
tunity. Many well known brands of merchandise will be 
— offered at the lowest prices of the year, often at actual 
pict 4: toy Cloth Overshoes cost or less. There are many things which Castle Day 

Regular $2.00 Grade ° . 
a 82 wenn ene erate Sm, ss ana FoR CASTLE DAY AT REONOMY merchants will not do to create business—remember, no 
ear ah s] article is so cheap that some man cannot make it a little 


A s $].ss poorer to sell a little lower. Quality at Castle Day stores 
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is never sacrificed to provide lower prices. A lower price 

cin | | git ih ya sear cot at the sacrifice of quality does not constitute value. Each 

—— Castle Day store maintains its identity in this sale, sell- 
EE ceines diane ing for cash or credit as is their individual custom. 

BR ap scape DD arteyienenlll “For apparent reasons some stores may attempt to 

eee ence enor “ntouy an undersell Castle Day stores on certain items. No matter 

what Castle Day advertised price is—Castle Day stores 

guarantee the lowest prevailing price on every item, even 

though the prevailing price is lower than the quality war- 


ie tant a” N 
rants. This policy likewise applies to hundreds of other 


110 East non-advertised items. The advertised items are only a 
E SHOP «2. cere i 


brief example of the low prices prevailing tomorrow at 
‘Castle Day’ stores. This sale is for one day only—Wed- 
nesday, Nov. 30.” 
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Speakers at Northwestern Retailers Convention Stress Need of Bringing 
Shoe Ualues Into Line With Hides and Leather 


MUTUAL consideration 
of each other’s interests 
produced a most success- 


ful gathering of the shoe trade 
March 12 to 14 at the Hotel Nicol- 
lett, Minneapolis, in celebrating the 
Twelfth Annual Convention of the 
Northwestern Shoe Retailers’ Asso- 
ciation. 

Sixty-five lines of shoes and ac- 
cessories were spread on four floors 
of the hotel and the attendance by 
retailers from Wisconsin, Minnesota, 
the Dakotas and Montana showed an 
increase of a third over last year. 

In opening the convention Monday, 
President O. J. Benton counseled 
merchants to mark up their stocks 
to present replacement price bases 
and warmly indorsed the plan of 
National President Geuting to allo- 
cate the State and sectional associa- 
tions now in existence into nine re- 
gional associations, which will call 
for the merging in the Northwest of 
the associations in Minnesota, Wis- 
consin, Iowa, the Dakotas, Montana 
and Wyoming. 

A constructive resolution unani- 
mously adopted by the convention 
reduced the membership dues to one 
dollar and, without actually mention- 
ing the participation by exhibitors, 
actually restricted the outlay by ex- 
hibiting manufacturers to $10 per 
exhibitor. 

National President Geuting re- 
ceived an ovation of welcome before 
being permitted to deliver a heart-to- 
heart discussion of association his- 
tory and the outlining of future 
plans. 

State associations, he said, have 
become too small and too expensive, 
and for that reason he is planning 
the establishment of regional asso- 
ciations in nine different geographi- 
cal divisions. In support of the 
convention idea he said: “Show me 
a merchant who takes conventions 
seriously and I’ll show you a mer- 

chant head and shoulders over his 
fellow men.” He drew a telling pic- 
ture of the cooperative work being 
mutually accomplished by legislators 
representing the public cooperating 
with the representatives of associa- 
tions as they are in turn represented 
by the associations of commerce of 








Benson Again Heads 
Northwestern Ass’n 


Officers of the Northwest- 
ern Shoe Retailers Associa- 
tion for the ensuing year, 
elected by acclamation at the 
Minneapolis Convention this 
week, are: 

President—O. J. Benson, 
Austin, Minn. (re-elected). 

Vice-President — O t t o 
Wiesecke, Minneapolis, 
Minn. 

Secretary-Treasurer — H. 
S. MacIntyre. 











the United States. In discussing 
conditions, Mr. Geuting stated: “It 
is my idea to put ourselves on an 
even keel with other trades. We 
have never had anyone to guide us 
en masse. Gary didn’t put anyone 
out of business by organizing the 
steel business, but made a business 
out of the steel business. We should 
have shoes to match the $150 suits, 
$20 shirts, $5 socks and $12 hats.” 
He closed with a strong urge to 
create a stronger shoe consciousness. 

Rhey T. Snodgrass, advertising 
manager of the Minneapolis Jour- 
nal, gave an illuminative intimate 
talk on stimulating interest in men’s 
shoes and drew on his experience in 
other lines of retail merchandising, 
citing instances which in turn illus- 
trated principles readily adaptable 
for the greater volume of business 
possible in the footwear field. 

Chase M. Smith, secretary of the 
National Retailers’ Mutual Insurance 
Company, discussed what a retail 
merchant should know about his in- 
surance. 


J A LANGLEY, director of the Na- 


tional Association presided at 
the Tuesday and Wednesday sessions 
and displayed a familiarity with 
trade problems and style matters 
which kept the meetings functioning 
smoothly and efficiently. 
Miss Hilda Rau, of Robert H. 
Foerderer, Inc., Philadelphia, made 


a special trip to Minneapolis to ad- 
dress the convention on colors and 
styles in women’s footwear. In ad- 
dition to drawing a close analogy 
between the current vogue as inter- 
preted in new lines of silks, fabrics, 
hosiery and their relation to shades 
of leather, she summarized observa- 
tions of a Southern trip just closed. 


OR sportswear she observed the 

leading spring shades as dust 
colors, soft pastels, with a dusty or 
grayed cast. Shoes in a topaz shade, 
she stated, will be particularly ap- 
propriate for printed dresses. Navy 
was pronounced the exception of the 
blues, which otherwise for street 
wear are passing out of the picture 
so far as novelties are concerned, 
while green shades appear to be re- 
ceiving more attention. A decided 
novelty at Southern points, she re- 
ported, is the use of the same shade 
in hats and shoes. 

James H. Stone, publisher of The 
Shoe Retailer, stated that but three 
nation-wide chain stores closed the 
past year with a profit, all others 
being in red ink. He urged iudepen- 
dent retailers to purchase those 
shoes which the chains cannot buy. 
He emphasized the permanency of 
present hide, leather and _ shoe 
prices, predicting that they are 
established against any definite de- 
cline for 1928 and possibly 1929. 

Ned Ray, associate editor of the 
BooT AND SHOE REORDER, urged re- 
tailers to gain a vision of the possi- 
bilities for advancement and profit 
in the retail shoe business today and 
cited illustrations of successful re- 
tail merchandising in the footwear 
field. 

“The Chain Store and the Inde- 
pendent Retailer” was the theme of 
Wednesday’s session, followed by a 
discussion on “Reducing Cleanups,” 
led by Marshall Howard of Soren- 
son’s, St. Paul; and a paper on mer- 
chandising shoes in a small town 
contributed by C. C. Peterson of 
Grand Rapids, Minn. 

As the convention advanced, hotel 
sample rooms were visited by many 
buyers, and expressions of satisfac- 
tion were voiced by salesmen at the 
number and character of orders 
booked. 
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By R. L. PRATHER 


[Who is this R. L. Prather, wo writes with 
vinegar that turns to the wine of thought?” is 
the query in o recent letter to us. He is ripe in 
experience, sold shoes when traveling salesmen 
made the Western towns in horse and buggy, 
salesmanaged when shoes were boots and legs 
were a novelty, directed the national advertising 
of two of the important shoe organizations, and 
then founded an advertising agency rendering 
such a practical service thct it dominated the field. 

The call of the West broughi him to California, 
where from a hilliop he sees with a new vision, 
measures all facts with the wisdom of experience. 

In this article he tries to blow some of the froth 
off the shoe business.—THE EDITOR. ] 


EAD and ponder this paragraph and tell me, if you 
can, just what it offers for sale: 


“Demure—with the features of a calm Madonna? 
“Or smart, saucy, and sophisticated? Whether you 
“incline toward the picturesque Lanvin type 

“of clothes or the tailored cleverness of 

“Chanel, you will wi 

What does it offer for 
sale, as far as you have 
read? Cover the remainder 
of the advertisement with 
your hands and guess, if 
you can, whether it is try- 
ing to sell hats, suits or 
whatnot. It was a shoe ad. 
Only the cut of the shoe 
betrays it to the reader in 
a hurry to get through 
with the morning paper. 
How can a shoe be “demure 
—with the features of a 
calm Madonna”? 

If that is not an instance 
of soaring aloft, then what 
is it? 

And that is the tendency 
of shoe advertising. Up 
into the clouds of fancy. 
Clean off the earth. Plumb 
out of the range of the com- 
mon folk. 

Here is a word picture 
of a “modern” display win- 
dow. The background is 
all cut up with cubes and 
diamonds and doodads and 
frills. It is called a mod- 
ernistic window display. 
It is supposed to appeal to 
those who read the high- 
brow magazines and visit 
the futuristic exhibitions 
at the art galleries. But 
what it means to Mary 








of dealers. 


$8 retail grade. 


$4.95, $5.95. 


partment. 


Mass. 


° Xv 
They Want to K now 


Merchants ask us where to buy shoes and 

other store merchandise. In this space we 

list these typical inquiries: 

H-1098 Wants women’s welts and women’s style 
McKays, also men’s welts, all to retail $5 
and $6; men’s work shoes and children’s 


popular priced shoes. These to be bought 
cooperatively by a responsible association 


H-1099 Wants calks for golf shoes. 


H-1100 Wants women’s covered heel sport shoes 
retailing $5 to $7. 
H-1101 Wants men’s shoes exclusively in $7.50 and 


H-1102 Wants women’s novelties in stock and made 
to or‘er, retailing $5 to $7.50. 


H-1103 Wants women’s novelty lines to retail $3.95, 
H-1104 Wants novelty furniture for children’s de- 


H-1105 Wants men’s welts, wholesale $2.25 to $2.60. 
H-1106 Wants men’s shoes to retail $3.50 


H-1107 Wants men’s high and low white canvas 
or other white shoes from stock. 


H-1108 Wants women’s novelty shoes wholesaling 
at $2.25, $3 and $4. 


Interested parties may have names on re- 
quest to Information Department, Boot 
and Shoe Recorder, 207 South St., Boston, 
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Jane, who with ten dollars in her kick to buy shoes 
with, is another story. Nine times out of eight Mary 
Jane will think it is some kind of a circus poster and 
pass along to some display that has a plain, simple 
background, showing and emphasizing shoes at ten dol- 
lars. i 

Here is a pair of young gals hurrying along the 
street, window shopping on their noon hour. They 
have only a few minutes to eat and get back to the 
office. They want to see the most in the shortest —_ 
Do they linger and try to read some of the cryptogram 
they see instead of displays of merchandise? Not very 
much. It’s a lot of blah to the two. 

Here is a tired mother, dragging little Tommie along 
the street, looking for shoes for the little urchin. She 
put it off as long as she could, dreading the task of 
buying children’s shoes as most mothers do. She has 
packed that fat rascal until her arms ached. Now she 
is dragging him along by the arm, adding to his ill 
humor and her own. Hunting the kind of shoes she 
wants Tommie to have. She has looked into dozens, 
nay, scores of windows. No shoes for little Tommie 
visible. She will not go in there to be sold something 
she does not want. She 
feels a timidity about en- 
tering a store unless she 
buys. No shoes for chil- 
dren in any of these fine 
big stores anywhere along 
the avenue. Nof one little 
pair of kicks anywhere to 
be seen. 

In the back of her mind 
she thinks she might buy a 
pair for herself if she 
could only find them in the 
same store where she has 
to wrestle with the problem 
of Tommie’s shoes. Cer- 
tainly she is not going to 
take that child into some 
place where there are a lot 
of flappers and_ society 
dames to stare at her and 
Tommie’s now very soiled 
and disordered raiment. 
“What’ll I do?” Go back 
home without those shoes 
and the child’s toes all out? 
No; go on a little bit fur- 
ther and you will find one 
of those good, old, homey 
shoe stores. “Family shoe 
stores” they call ’em. 
There the poor, tired, dis- 
tracted mother will find in 
the window just what she 
‘has been looking for. . She 
will sink down into a nice, 
soft, comfy seat and draw 


[CONTINUED ON PAGE 90] 
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TRADE MARK 


HUMPTY DUMPTY 
SHOES 


for Boys and Girls have long been favorably known 
to shoe merchrnts whose clientele buy only the better 
grades of footwear for their children. We are sure 
that these merchants will be glad to learn that in the 
future this well-known brand will be manufactured ex~ 


clusively by the Willits Shoe Company of Halifax, Pa. 














“WILLITS SHOE CO. 























March 17, 1928 BOOT AND SHOE RECORDER 



































N putting Humpty-Dumpty Juvenile Welt 
shoes into wider fields of usefulness— 
Willits is offering his customers a tested 


tena 


experience as a manufacturer of high grade 
footwear for children. 


No. 2837. Pat. Chrome 1 Strap. 
4/8, 842/11, D widths; 1114/2, 
D and E widths. 





Willits knows how to make fine shoes for 
little feet. 


He has been making them for years—and 
demonstrating the value of the best of leathers 
and material in footwear which must take 
the hardest punishment. 


He thus offers his customers an established 
line—made by a manufacturer of integrity and 
skill and backed by a new enthusiasm. 





Humpty-Dumpty merchants are given ex-~- No. 2841. Pat. Chrome 1 Strap, 
‘* a . Gun Metal Pat. Strap, size 4/8, 
tra sales help by display materials particularly 844/11, D widths; 111%4/2, D 
appealing to children.—booklets packed in and E. 
each pair, and newspaper mats. | 


If you believe there is profit in pretty, 





honestly-made children’s shoes—you believe 
[ in Humpty-Dumptys. 





No. 2846. Pat. Chrome Oxford, 
' fancy Saddle and Panel, size 
i 814/11, D widths; 1142/2, D 


and E. 
LAB few exclusive 


F TERRITORIES 


are now open to high grade salesmen 
who can successfully carry a quality 
children’s shoe mn addition to their 
: regular hne. 


“eye 








Busmess paper advertising—dealer 
helps—and the unusually fine value 
of these shoes afford an interesting 
opportunity to salesmen who can 


qualify. No. 2849. Pat. Chrome 3 Strap, 
reinforced shank, with Gun 
Metal block quarter, size 8/2/11, 
D widths; 1142/2, D and E. 


























AALIFAX, PA. 
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REPCO STRETCHERS™ 


Standard Equipment 
in Every Good Shoe Store 


% COMPLETE stock of Reece 
STRETCHERS is a distin¢t asset 
to every shoe store. To have 
2 2 all sizes of stretchers is al- 
most as essential as a full run of sizes of 
a staple shoe. _ 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERS are carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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CoNnFIDENCE is a plant of slow 
growth.” But, like the oak, it endures and 
protects. Over a long period of time the sole 
cutters listed on this page have learned to 
have confidence in the United States 
Leather Company for their own protection 
and the protection of their customers among 
shoe manufacturers. 





UNITED - STATES - LEATHER: eth nacht 


WE -STAND-ON-: UNITED -STATES - LEATHER 


F. Archibald, Inc. 

C. W. Arnold & Co. Corp. 
Bacheller & Spence 
Condon Cut Sole Co. 
Conry Leather Co. 

C. G. Ellis, Inc. 

T. F. Fitzgerald Co. 
Glynn & Burchell 

C. E. Greenman Co. 

A. K. Goldman Co. 

H. Goldman & Sons, Inc. 
Wm. Graham & Co. 
Hilliard & Merrill Company 
C. H. Horne & Co., Inc. 
Howe & Fe...on 

H. F. Hussey 

Wm. Johnson & Co. 
Kistler, Lesh & Co., Inc. 
j. L. Libbey & Son 

Jas. Moss 

P. J. Nangle & Co. 

C. L. Stevens & Co. 

J. H. Sellman Co. 
Stephenson & Osborne 
Watson Cut Sole Co. 
Way Leather Co., Inc. 
Wilkinson & Reger 
Williams Cut Sole Co. 
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SLIPPER STYLES 
CQualit Style and Character Merchandise 


i Complete Lines Carried 
IN-STOCK 22... | 


A Style for 
Every Demand 


































Sib | aah Pit 


A Wonderful 
Line of Slippers 





SLIPPERS OF MERIT 


First: Here’s a Good Hot Tip: 
Sit right down TODAY; and 
get the Facts and Details on this 
Quality Line of KOZY KOM- 
FORTS SLIPPERS: 





It is the plans of today that make 








the better days to come. We 1805—Men’s colored side Ever- 
S08—ets wets bestes, reap what we sow. Sow the seeds — 
flexibl ; : 
— oo Veeore of Business Today and they will : 
271—Women’s—can also be ob- bear fruit when that which is 


tained in colored leathers. 
now future becomes present. 





Planting “KOZY KOMFORTS” 
is an assured step toward 
GREATER SLIPPER SALES, 
PROFITS and GOOD WILL. 
There is no other Slipper Line 
that offers YOU such Complete- 





amr such Selectivity in QUAL- ' ——— omen’s colored kid 

STt, Site and Character at at yy A = ain j 
OUR EXCEPTIONAL or felt’ linings. 

PRICES. 


8992—Women's patent leather 
pumps, high grade silk, 
satin, felt or leather 
linings. 


Our Latest Additions: 
Wood Covered Heels: 


Delightful “SLIPPERS” in D’ORSAYS and PUMP 
PATTERNS, Fineness Supreme, assuring Real 
Foot Comfort with Padded Sole Construction, 
carrying Covered Wood Heels — Counter-Steel 
Shanks with Full Grain Leather Outsoles. 





1933—Men’'s colored kid Opera, 
also patent combinations ; 
leather or felt linings; 





en «" ALL COLORS OF KID LEATH- full grain outsoles. 
4 ATENT LEATHERS AND HIGH 
Individual : GRADE SILK, SATIN or Quilted 
Silk, Satin or Satin Fabrics. 


Leather Linings. 











Get to know the Facts:—Write Today for our Special Merchandising Proposition 


KOZY KOMFORT SHOE MFG. CO. 
1701 Richard St., Milwaukee, Wis. 
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RUEPINGS 


MOM AW Ik “CALF 


GO) G 








The smoothest black calf— 
the blackest smooth calf 





There is a very noticeable difference in black 
calf leathers. This is a sales-and-profit dif- 
ference in favor of the merchants whose 
shoes are made of Rueping’s MOHAWK 
CALF. 


Surpassing smoothness and density of rich 
lustrous black distinguish MOHAWK from 
all others. Its tight break and mellow feel 
insure lasting appreciation of its worth. 


Specify it. 


Samples on request. 






































Fred Rueping Leather Co. 


Fond du Lac, Wisconsin 


Branches : Boston Chicago San Francisco Cincinnati 
Milwaukee St. Louis New York Rochester 
Montreal Northamptoa, England Paris, France Frankfurt, Germany 
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The 
ONLIE GOLF 


SHOE 


Designed and Endorsed by Golfers 





























MADE FROM 


BOX VEAL SIDES 
NO. 102 


The GOLF and SPORT Shoe Leather Possessing 
Stylish Color, Strength of Grain and Fibre for Hard 





Wear, Mellowness before and after Tramping 


through the Wet. 











American Hide & Leather Company 


BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., Ltd., Northampton and Leicester, England, and Paris, France 
CALF AND SIDE UPPER LEATHER TANNERIES 
Lowell Chicago Sheboygan Ballston-Spa Curwensville 
Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 
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WHo’s WHO ON THE ROAD 
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“To Hit the Mark, Aim a Little Above It. Shoot High Enough in March 
to Be Sure of Reaching Year’s Quota.” 


EORGE BROCKNEY, 


Ohio for the Summit Rubber Co. 


of Akron, left for his territory, March 
5, following a vacation since the first 
of the year.—UTPS. 





, ACK CLARK, 

who travels, 
Iowa, Nebraska 
and South Da- 
kota, for the 
Sherwood Shoe 
Co., has had 
more territory 
added to his field 
of action. Mr. 
Clark now also 
covers the prin- 
cipal cities of 
Missouri and 
Kansas. Jack 
recently spent 
two weeks’ vacation with his family 
in Chicago. He reports that he notes 
a demand for straps and gore patterns 
in black kid. He also says that the 
retail shoe merchants on whom he 
calls believe that many white shoes 
will be sold to the ladies for late 
spring and summer on account of the 
vogue for gay printed fabric gowns. 
He finds that the 14/8 box heel is the 
favorite throughout his territory, and 
that the low Spanish heel is the second 
“best bet.” 


DMOND S. KORNSAND who re- 

cently represented J. E. French 
Co. and formerly the T. D. Barry Co. 
is now representing the C. A. Eaton 
Co. Mr. Kornsand has always covered 
the larger trade in New York City, 
Philadelphia, Baltimore and Washing- 
ton, and will continue to cover that 
same territory for the Eaton company. 
Mr. Kornsand wil! retain at 200 Fifth 
Avenue, New York City, the office 
which he has occupied for many years. 


EORGE J. MILLER, one of the 

best known retail shoe merchants 
in Ohio now represents the Huntington 
Shoe and Leather Co., a aga 8g 
Ind., in the “Buckeye” State. Mr. 
Miller’s home is in Columbus. 





John C. Clark 











W ALTER C. CUSHMAN repre- 
sents the line of Frank R. Briggs 

eo Newburyport, Mass., in the Middle 
est. 


R OBERT E. PAGE of Nashville, 
Tenn., who represented the Ma- 
rion Shoe Co. in the South and prior 
to his connection with that house had 
represented the Regal Shoe Co. for 
many years, died last month in Bir- 
mingham, Ala., after a long illness. 
He was 55 years of age. Mr. Page was 





HELEN M. HANEY 


traveling a very popular and highly successful 


salesman and had many friends 
throughout the South and the East; he 
had covered the former territory "for 
the past 20 years. He leaves a sister, 
Miss Bettie Page, and a_ brother, 
George Page of Gary, Ind. He was 
a member of the Elks and the Chris- 
tian Church. He was buried in Mount 
Olivet Cemetery. 


HARLES SECKLER will show the 

M. Gugenheim, Inc., line of orna- 
ments and buckles in San Francisco 
this month. 








HELP YOUR CUSTOMER ™ 


(By General Sales Manager Hugh M. 
Crull in “Martha Washington Mer- 
chandiser’ ) 


“If you hit the mark, you must 
aim a little above it. Every ar- 
row that flies feels the attraction 
of the earth. Shoot high enough 
in March, so that you will be 
sure of reaching your year’s 
quota. 

“One of the ways to make the 
goal is to help your customers. 
There are many ways in which a 
shoe salesman can help his cus- 
tomer—by carrying one good 
merchant’s sales and merchandis- 
ing ideas to another; by instruct- 
ing customers how to merchan- 
dise other lines of shoes besides 
your own. Right now a good many 
merchants are prone to believe 
that shoe prices will be higher, 
are sacrificing some of their 
profit in the belief that they can 
replace their present stock at 
lower prices. This is all wrong, 
and the merchant who does not 
immediately raise his_ retail 
prices up to replacement values 
will soon find that his profit has 
dropped off and that he will have 
bills due and no money to pay 
these bills with. Your customer 
is facing higher prices. Now 
that the profit selling season is 
just ahead, have your customers 
raise their prices now to re- 
placement value. They will 
thank you for this 60 days from 
a Why put off the inevita- 
ble?” 











owas H. MOSHER, formerly of 
J. M. Postman of Brooklyn, with 
whom he spent three years, recently 
made arrangements to represent the 
J. & O. Shoe Co. also of Brooklyn. 
Mr. Mosher is well known in the Middle 
West and South. He will have a 
general territory. 





LMER KOKENGE, who covers 

Iowa, North and South Dakota 
for the Julian-Kokenge Co., reports 
that he is enjoying a highly satisfac- 
tory spring trip. 





AP L. IMIG, 

president of 
the Wisconsin 
Shoe Travelers’ 
Association, has 
in the member- 
ship of the organ- 
ization which he 
heads many fa- 
mous 
among 
ing Harold V. 
Schoenecker, son 
of Vincenz J. 
Schoenecker, who 1. 1. Imig, Pres. Wiscon- 
was formerly sin Shoe Travelers Assn. 
president of the 
V. Schoenecker Boot and Shoe Co. of 
Milwaukee, for many years. Young 
Mr. Schoenecker has recently been 
named by Milwaukee Democrats as a 
candidate for election to the National 
Convention of this party to fill the 
vacancy on the ticket caused by the 
death of his father. Mr. Schoenecker 
is an ardent Smith supporter, and the 
Democrats of the Fifth Congressional 
District selected him as a Smith dele- 
gate as a tribute to the memory of 
his father. The Wisconsin association 
is rapidly growing in activity, as well 
as in numbers; since Jan. 1, 10 mem- 
bers have been added to its roster. 
The Milwaukee organization also has 
in its membership, Frank J. Larkin, 
vice-president of the N. S. T. A. 








DWARD A. CANNING has recently 

been appointed New England rep- 
resentative for the Emerson Shoe Mfg. 
Co. Mr. Canning is thoroughly con- 
versant with New England territory, 
having traveled through that section 
for the past ten years, when he repre- 
sented Lane Bros. Company of Boston 
and the Hamilton, Brown Shoe Co. 
Mr. Canning is the son of James Can- 
ning, who, with his brother, operates 
a retail shoe store in Framingham, 
Mass. 





ERNON A. DICKSON of Lynn, 

Mass., for many years past with 
Williams, Clark & Co., is now repre- 
senting the Watson Shoe Co. of Lynn, 
in New York State and New England. 
He travels the same territory that he 
formerly covered for the Williams- 
Clark He reports that the Fair 
of Chicago has bought the shoe name 
of “La France.” 
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Lye Camel- goes for days 


without water and is none 
the worse for the experience~ 
Shoes however should not go 
twenty four hours without 





the nourishment of — 


WHITTEMORES SUPERIOR SHOE POLISH 







Soon as shoes go into service the 
upper material—leather or fabric— 
needs the life sustaining elements which 
Whittemore’s Superior Shoe Polish 
gives. This thought passed on to your 
trade, will make sales. - - - - 


WHITTEMORE BROS. 


Superior Shoe Polish Manufacturers Nearly a Century 


BOSTON, MASS. 
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F E. HART of Kansas City, who 
e represents the M. A. Packard Co. 
in Missouri, Iowa, and Nebraska, 
writes that the men’s shoe business in 
his territory seems to be picking up 
on the better grades; that while the 
increase in prices has slowed up the 
sale in the lower grades of men’s shoes, 
it has acted as a stimulus in increas- 
ing the movement of men’s shoes’ of 
quality. His accounts report to him 
that they find advances in prices do 
not affect the consumer of the $8 per- 
pair-and-up customer as much as they 
do the $5 and $6 per-pair customer. 


J. BAKER is one of the latest 
e added “go-getters” to the “Mayer 
Martha Washington” salesforce. Cupid 
or Bake as he is commonly called by 
his old Michigan customers, succeeds 
K. T. Schultze who has played his 
way into the bond business on his one 
string fiddle. Bake says “It didn’t 
take me long to realize the money 
making possibilities in the “Martha 
Washington” proposition for myself 
and my customers.” 


ERRY JARRETT of St. Louis now 

represents the Reliance Shoe Co. 
of Beverly, Mass., in the South. Mr. 
Jarrett for a number of years traveled 
for the Milius Shoe Co. of St. Louis. 
“Reliance makes ‘hot’ numbers for the 
‘chicken’ trade,” writes Jerry. “They 
are just what my trade is looking for. 
I expect to get the same action from 
my territory that Tom Eagan who 
travels from Chicago eastward, and 
Joseph H. Mayberry who covers New 
York, receive from their customers.” 
Josiah J. Lippitt, head of the Reliance 
company, says that he is proud of his 
salesmen. 











RIVELIS, importer and manufac- 
e turer of 118 North Third Street, 
Philadelphia, travels ten men in vari- 
ous parts of the country—New York, 
St. Louis, oMntana, Rocky Mountain 
States and other sections, selling his 
genuine cut steel ornaments, made by 
a unique and new process of which he 
is the inventor. Mr. Rivelis has the 
distinction of being the first person, 
and so far as it is known, the only man 
in this country, to make genuine cut 
steel ornaments. He started business 
in a small way in 1925, and now has a 
very large capacity for his steadily 
growing business. The recently held 
M. A. S. R. A. convention at the Hotel 
Ambassador was his “first show.” He 
reports that his line met with a fine re- 
ception there. 


W J. WIT, president of The Shoe 
eForm Co., Inc., Auburn, N. Y., 
visited Boston recently on his swing 
around the Style Show circuit and fac- 
tory calls. He reports that 500 shoe 
plants in the country, in Canada and 
’cross seas are using his “Fairy” Forms 
and that his Auburn plant is turning 
out about 8000 pairs a day. Mr. Wit 
made an interesting eight weeks’ trip 
to Europe a few months ago, doing 
most of his “hopping” by airplane— 
from Frankfurt to Stuttgart; thence to 
Zurich, to Paris, and from Paris to 
London. Among the factories abroad 
which he sold was that of the Bally Co. 
Mr. Wit said that while he has been 
making and selling these Fairy forms 
for manufacturers for the past two or 
three years, he has only recently 
started selling the “Flex-to-Fit” forms 
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F. E. Hart, who represents the 
M. A. Packard Co. in Missouri, 
Iowa and Nebraska 


to retail shoe merchants. His talking 
point in “Flex-to-Fits” are “six differ- 
ent shaped toes and six different sizes. 
“The bright colored and _hosiery- 
shaded silk drapes, placed underneath 
the transparent celluloid forms, make 
these popular sellers to retail shoe mer- 
chants,” he says. T. J. Bergen of the 
Rindge Shoe Co. has now joined Mr. 
Wit’s sales force, and travels the coun- 
try, working on the retail proposition. 





ARRY KENNEY of Wauwatosa, 

Wis., who represented Craig, Reed 
& Emerson Co., Inc., and the Neenah 
Shoe Co., recently died of heart disease 
at his home in the Badger State, at the 
ageof68. Mr. Kenney is affectionately 
remembered by a wide circle of friends 
among the shoe travelers, as well as 
the retail shoe merchants, and manu- 











Twixt sales at the Ambassador 
during the M. A. S. R. A. Conven- 
tion, Atlantic City, President Wit 


of The Shoe Form Co., Inc., 
showed on the beach. Here are 
two “Fairy” Forms. The shoe 


form represents the largest size 
of “Fairy” made and corresponds 
to size 180 of a leather shoe. It 
weighs less than 30 pounds. The 
young lady, with only a 4B foot, 
weighs four times as much 





73 





facturers. Prior to his road connec- 
tion, he was in business for himself; 
he also at one time bought for Gimbel 
Bros. of Milwaukee, and prior to that 
managed the Hanan Shoe Store of the 
big Wisconsin city. Mr. Kenney was 
born in Pittsfield, Mass. Many of the 
Massachusetts boys who have covered 
Wisconsin speak of his geniality, and 
his hospitality so often dispensed at 
his beautiful home. His dining room 
was one of the largest in the section, 
for Mr. Kenney was the father of a 


‘family of 10 or 12 children, and he 


and his wife, were splendid entertain- 
ers. Mr. Kenney’s is the first vacant 
chair at his late Wauwatosa home. He 
belonged to the Wisconsin association, 
and was a policyholder in the N. S. 
T. A. group life insurance feature. 





MONG the shoe travelers who 

cover New England who were 
present at the recently held annual 
meeting of the Rhode Island Shoe Re- 
tailers’ Association were: National 
Secretary Delany; John S&S. 
Whittemore, who represents the Krip- 
pendorf-Dittman Co.; Hector Lynch, 
Jr., and John Thomas, representing 
Howard & Foster; Rob Doyle, repre- 
senting Leonard & Barrows; Jim 
Stevens, representing the Bradley 
Shoe Co.; Fred Howard, representing 
the Carlisle Shoe Co.; Raymond A. 
Gillett, who represents W. D. Hannah 
Shoe Co., and John F. Travers, who 
represents the Peck Shoe Co. 





OE C. GRANT of Atlanta, who 

covers the Southeast for the Mc- 
Elroy-Sloan Shoe Co. of St. Louis, 
reports a good business and that his 
accounts anticipate an active late 
spring and summer business with Bil- 
likens. 





AVE TOBIN, who sells the line 

of Gray Bros., Inc., started out 
again on March 15 to see his trade in 
the Middle West and other points. 
Dave says that he finds the demand 
for women’s shoes is pretty well 
divided among three outstanding styles 
—straps, step-ins, and ties. He says 
that he believes the shoe trade is in 
good condition, and is not confining it- 
self to any one model. As to heels, he 
says that the 14/8 heights are excel- 
lent sellers, and that vamps and lasts 
are just about the same as last season. 
He has sold about 50 per cent on blacks 
and 50 per cent on the colors of bis- 
cuit, honey beige, and maple. Patent 
leather is first in the demand, next 
mat kid in black, and then colored kids. 
He also finds that white kid shoes in 
straps, step-ins, and ties, are good 
sellers. 





A.- MATTHEWS, who formerly 
e traveled Central Minnesota with 
the Hubmark line of the United States 
Rubber Co., ever since the Minneapolis 
branch was organized 15 years ago, 
has resigned from the salesforce as 
a result of an injury to his leg, sus- 
tained by a fall on the ice February, 
1927. Prior to Harry’s connection with 
the United States Rubber Co., he had 
traveled Central Minnesota for 22 
years for C. Gotzian & Co. Mr. 
Matthews was one of the most popular, 
reliable, and best informed rubber foot- 
wear salesman who ever went out from 
the Twin Cities. 
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Rhode Island Shoe Retailers 
Hold Their Annual Meeting 


National President Geut- 
ing Principal Speaker at 
Providence Gathering 


PROVIDENCE, R. I.—The Rhode Island 
Retail Shoe Retailers’ Association held 
an “all star” annual meeting at Turk’s 
Head Inn, this city, on Tuesday evening, 
March 6, with about 160 persons in at- 
tendance, including President of the 
N. S. R. A., A. H. Geuting, Mayor 
“Bossy” Gillis of Newburyport, T. A. 
Delany, secretary of the N. S. T. A, 
and about 30 merchants from Worces- 
ter, Mass., who recognized the fact that 
it was a bright moonlight night, that 
the roads were goods, and a “bang-up” 
good time awaited them in the capital 
city of “Little Rhody.” Treasurer F. 
L. Lofgren was master of ceremonies. 
A very fine concert was rendered, and 
the guests came home with many inter- 
esting souvenirs of the festive night, in- 
cluding buckles distributed by the Rey- 
nolds Mfg. Co.; Bill Reynolds also 
passed out the cigars. It was evidently 
assumed that all present were married 
men, for in the ten-pound packages 
which each took home were many arti- 
cles for household use. 

President Geuting, who made a spe- 
cial trip from Philadelphia to talk be- 
fore an association which he highly 
complimented as being one of the model 
associations of the N. S. R. A., spoke on 
the efficiency and service of the inde- 
pendent shoe store as compared with 
the chain store. He said that when a 
customer comes into a retail store he 
expects good fitting, good quality and 
good attention. “Price is but a second- 
ary consideration,” said Mr. Geuting. 
“The part the retail shoe salesman 
plays in the store is ability brought 
about by education. No profession is 
greater than that which deals with the 
proper fitting of feet. Shoes are not 
stylish shoes unless they are properly 
fitted,” continued Mr. Geuting. A. H. 
Kenyon spoke on “The Functioning of 
The N. S. R. A. Men’s Shoe Campaign”; 
T. A. Delany spoke on the cooperation 
between the salesman and the retail 
shoe merchant; the value of association 
work, and the value of the salesman to 
the customer, advocating the highest 
standard of ethics in salesmanship. 
“The more you learn about your pro- 
fession of shoe salesman, the more you 
learn about the industry, the more in- 
dispensable you are to your store and 
the more deserving of promotion,” said 
Mr. Delany. 








Secretary Delany also took occasion 
to classify as ridiculous and imimical 
some of the legislation which unthink- 
ing persons tried to effect, but which 
had been killed by trade cooperative ef- 
fort. “An obnoxious movement now on 
foot, which should be immediately 
knocked on the head,” said Mr. Delany, 
“is that to restrain retail shoe sales- 
men from talking about the anatomy of 
the foot to the customer and to prevent 
them from doing corrective shoe fit- 
ting.” 

Mayor Gillis, President Geuting and 
N. S. T. A. Secretary Delany sat to- 
gether at the head table and were re- 
ferred to as “The Triumvirate of Hon- 
or.” Mayor Gillis said that he intended 
to put Newburyport on the map of 
shoedom, with the result that it would 
be the biggest women’s shoe manufac- 
turing town in New England; he said 
that in his three months of office he has 
already brought more than one shoe 
plant to Newburyport. A representa- 
tive from the Scholl Mfg. Co. was pres- 
ent and gave an interesting talk. James 
H. Stone of The Shoe Retailer compli- 
mented the association upon its fine 
work of the past year. 

President George Peirce, who was not 
present on account of illness, was given 
a vote of appreciation and a gavel, in 
recognition of the splendid work which 
he has accomplished for the association. 


Rhode Island Elects 


PROVIDENCE, R. 1. 
—The Rhode Island 
Shoe Retailers’ As- 
sociation recently 
elected its officers 
for the ensuing 
year, as follows: 
President, George 
E. Peirce, Sr.; 
vice-president, Roy 
S. Whitmore; sec- 
retary, David Bar- 
ry; treasurer, Ru- 
dolph Lofgren; di- 
rectors: William P. 
Butler, Harold 
Ballou, E. S. Lafayette, John E. Mul- 
vey and Thomas J. Purvis. 


Geo. E. Peirce, Sr. 


New Shoe Department 


Fort WortH, Tex.—H. W. Aspin, 
well known retail shoe merchant here, 
has opened an up-to-date men’s shoe 
department in Lubins, Inc., at 806 Main 
Street. Lubin’s conducts a men’s cloth- 
ing business but has not handled shoes. 





Edison Bros. to Open 
Third Atlanta Store 


New Establishment to Be Ready for 
Business by April 1 


ATLANTA, GA.—The third shoe store 
of the Edison Bros. to be opened in this 
city will be ready for business April 1, 
according to C. E. Hadaway, Atlanta 
sales manager. The two present stores, 
a Chandler and a Baker store are both 
located on Whitehall Street, while the 
new one will be next to the Winecoff 
Hotel on Peachtree Street. The Edison 
Bros. plan to make this one of the finest 
shoe establishments in the South. Fix- 
tures valued at $25,000 are being in- 
stalled. 

The Chandler stores were started 
four and a half years ago in Atlanta 
and now operate in many cities. The 
annual business represents a cash turn- 
over of approximately $2,000,000. Five 
brothers, Samuel, Harry, Mark, Irving 
and Simon Edison, all residents of At- 
lanta, operate the business. Stores of 
the company are located in Houston, 
Kansas City, New Orleans, Nashville, 
Cincinnati and St. Louis. Further lo- 
cations in the Southwest are being con- 
sidered. 


Akron Shoe Men Hold 
Interesting Meeting 


AKRON, OHIO (UTPS)*—The Akron 
Retail Shoe Dealers’ Association held a 
meeting March 6 at a local restaurant 
when 70 store managers, proprietors 
and sales people were present. Follow- 
ing an excellent dinner, a business ses- 
sion was held and a number of inter- 
esting talks were made. I. S. Myers, 
clothier of Akron, spoke on retail sales- 
manship and gave a number of inter- 
esting points gained from his long ex- 
perience in merchandising. Jack Moore, 
secretary of the Akron Chamber of 
Commerce, also spoke at length on “Or- 
ganization and the Part It Plays in 
Modern Business.” He outlined the 
activities of the several trade associa- 
tions which are affiliated with the 
Akron Chamber of Commerce. 

Jack Hicks, of the Bostonian Shoe 
Store, reported on the recent annual 
convention of the Ohio Valley Retail 
Shoe Dealers’ Association, which he at- 
tended and aided in putting on a skit 
entitled “The Wrong Way to Sell 
Shoes.” 

E. R. Springston, a local magician, 
gave an interesting performance for a 
half hour. 

R. J. Coleman, president, named a 
committee consisting of H. L. Hosefield, 
L. L. Osborne and W. J. Metzger to 
arrange the program for the regular 
April meeting. 
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TRADE MARK 





Helping You Make Better Profits 


. IN STOCK 





Three eyelet tie, 309 (combination) 
last, 14/8 covered Cuban heel. Good- 
year Welt. Built-in steel arch support- 
ing shank. 


Style: R1704—Black Glazed Kid with a 
black ooze trim. $5.75. 


Style R1705—Patent Leather, black 
ooze trim. $5.75. 


Style R1706—Burnt Oak Kid. $6.50. 
Style R1707—White Kid. $6.25. 


IN STOCK 
Widths AAAA to EEE. Sizes 1 to 11. 





| 


37 Canal St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 


| The since this factory introduced the 

first number of its present large 
family of “Special Fitting Footwear’ it 
has been foremost to encourage and 


assist its customers to make BETTER 
PROFITS. 


By giving a service in Fitting Shoes with 
Accuracy those who merchandise Wil- 
bur Coon Shoes are entitled to a better 


66 ° 9° 
than ordinary return. 


Thousands of shoe stores are rendering 
a professional service in fitting feet with 
a line of shoes that considers every 
measurement of normal as well as ab- 


normal pedal extremities. 


Wilbur Coon’s “Special Measurement 
Footwear’ not only wins customers, but 
—and even more important—HOLDS 
THEM. 


We have definite and proven methods to 
help you increase sales—likewise your 


profits. 
All shoes IN STOCK. 


AAAA to EEEEE—1 to 12. 





March 17, 1928 
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| 
Poe Talks on Prices Inherits $4,000,000 


LITTLE Rock, ARK. (UTPS)—Prices | 


in shoes have been steadily advancing 
for the last six months, O. S. Poe, local 
shoe dealer and a director of the Na- 
tional Shoe Retailers’ Association, de- 
clared this week. 

“There has been an advance on an 
average of 15 per cent in the price of 
shoes the last six months,” Mr. Poe 
said. “On high priced shoes the rise in 
price has been even higher. Shoe firms 
are instructing their salesmen to take 
no more advance orders at present 

Poe said shoe manufacturers 
realized about a year ago that retail 
shoe prices must be raised because of 
a shortage of materials. He says the 
United States probably will suffer more 
than any other country through the 
scarcity of leather, because the popula- 
tion has increased, while the head of 
cattle has decreased. 


Horuff Shoe Company 
Plans Big Expansion 


INDIANAPOLIS, IND. (UTPS) — Ar- 
rangements for additional capital to 
finance increasing business and to pro- 
mote a conservative expansion program 
of the Horuff Shoe Corporation, an 
Indianapolis organization operating a 
chain of thirty-three popular-price shoe 
stores in Indiana and the middle west, 
were completed Friday, March 9. Ar- 
ticles of incorporation, under which the 
company operates retail shoe stores in 
four or five states, will be amended, it 
was announced, to permit the issuance 
and sale of $300,000 of participating 
preferred stock and 6000 shares of no 
par common stock. The company will 
have a capitalization of $600,000 of pre- 
ferred stock and 60,000 shares of com- 
mon stock. Both preferred and common 
stocks are to have voting rights. 

Twelve stores and a warehouse are 
operated by the Horuff Shoe Corpora- 
tion in Indianapolis. Seventeen stores 
are situated in other Indiana cities. 
Four stores are operated, one each in 
the cities of Dayton, Ohio; Paducah, 
Ky.; Danville, Ill., and Des Moines, 
Iowa. The stores are operated under 
the various names of Horuff Store, 
Thrift Store, $3 Store, Shoe Market 
and Bootery. The company caters to 
the popular-price trade, handling shoes 
which range in price from 99 cents 
to $4. 


Bedell’s Opens 
New Shoe Section 


PROVIDENCE, R. I. (UTPS)—Be- 
dell’s, this city, announce the opening 
of a new Parisien Shoe Department in 
which will be offered the latest Paris 


and New York styles for all occasions. | 


Their stock, according to their an- 
nouncement, is of a high-grade quality, 
even verging on exclusive styles in foot- 
wear. 

The department officially opened on 
Saturday, March 8. Various styles of 
women’s shoes have been displayed in 


Shoe Business at 5 





J. M. Coward, 3rd 


New YorK, N. Y.—At the age of 
five, John Mortimer Coward, 3rd, be- 
comes owner of the James S. Coward 
shoe business, which together with the 
other assets of the Coward estate, total 
around $4,000,000. His father, John 
Mortimer Coward, 28 and grandson of 
the founder of the Coward business, 
died in Havana recently. At least two- 
thirds of the Coward estate, under his 
father’s will goes to this young lad, 
who probably will be trained to follow 
in the footsteps of his father, grand- 
father and great grandfather as a 
shoe man. It is understood the Coward 
business will be continued. 


Fred Stone Helps Open 





CoLuMBus, OHI0 (UTPS)—The Wise 
Shoe Co., a chain organization with 


| headquarters at 121 Duane Street, New 


| vard. 


| York, opened its Columbus store March 


10 under most auspicious circumstances. 
The store is located at 69 South High 
Street, and occupies a large room which 
is elegantly furnished. Mayor James 
J. Thomas of Columbus turned the key 
in the lock early in the morning, with 
Karl E. Burr, president of the Colum- 
bus Chamber of Commerce, assisting. 

The feature of the opening was the 
appearance of Fred Stone and his 
daughter, Dorothy, at the store soon 
after noon, when a pair of shoes was 
sold to Miss Stone. A golden key, 
symbolizing the store’s welcome to the 
public, was presented to Miss Stone. 
During the first day’s business a pair 
of silk hose was presented to every one 


| making a purchase. 





A. J. Ruby to Move 


Detroit, Micu. (UTPS) — After 
March 15, the store of Alfred J. Ruby, 
Inc., 1529 Washington Boulevard, will 
be located at 1239 Washington Boule- 
This is about one block south 


the windows along with dresses and | from their present location. 
coats for a few days in order to give 
the new section publicity. 


A removal sale is being held prepara- 


| tory to moving. 





Wise Columbus Store | 


Be . . 
| Cartoons Liven Display 


| Detroit, Micu. (UTPS) — Several 
| cartoons which attract the eye and 
| give the window a “collegiate” setting, 
created by John Held, Jr., newspaper 
cartoonist, whose “Merely Margy” 
characters are well known in Detroit, 
are being used by the Walk-Over Shoe 
| Stores, 1059 Woodward Ave. 
| The cards, drawn after the manner 
|of the newspaper strip and colored, 
bear such slogans as “No Need For a 
| Taxi With Walk-Overs”; “Light On 
| His Feet With Walk-Overs” “He 
Shakes a Mean Walk-Over” and “Hit- 
| ting On All Two Walk-Overs.” 
They are rather distinctive from the 
| usual run of show cards and do much 
to enliven the shoe display. 





| 
'Two New Stores Opened 


| in Downtown Detroit 


DETROIT, MicH. (UTPS)—Two new 
stores have recently been added to De- 
troit’s downtown shopping district. 
| Petot’s French Bootery has opened 
| its doors at 1514 Woodward Avenue in 
| the Woodward Arcade Building. The 
opening day was marked by presenting 
free rhinestone buckles to customers 
with every pair of shoes purchased. 

Although the store is located inside 

the building and has only a small front 
| display window, it is decidedly easy to 
| find, artistic electric signs serving as 
guide posts to the entrance. Advantage 
is taken of display space inside the ar- 
| cade, windows on both sides as well as 
at the rear being utilized for showing 
| the latest fashions. Since the store is 
on the ground floor, this forms a very 
effective combination. 

Announcement is also made of the 
|; opening of the Becker Boot Shop, 209 

Gratiot Avenue. They will handle 

| women’s shoes exclusively, and are 
featuring Miller’s Custom Built Arch 
Support Shoes. A compact with every 
purchase free was offered on the open- 
ing day. 


Edwards Opens New Dept. 


ATLANTA, GA.—The Edwards Shoe 
Stores, Inc., with headquarters here, 
recently opened a shoe department in 
the Dannenberg Department Store at 
Macon with a complete new stock of 
shoes for men, women and children. 
This footwear department was for- 
merly operated by the Dannenberg 
company, and makes the fourth de- 
partment to be operated by Edwards 
Shoe Store, Inc. The other shoe de- 
partments of Edwards are located in 
department stores in this city and in 
Birmingham. 





Costume Bootery Opens 


MILWAUKEE, WIs.—Charles E. Col- 
lar, formerly with Gimbel Bros., and 


|more recently in the real estate busi- 


ness, has come back to the shoe game 
again—and this time with a shoe store 
of his own, known as “The Costume 


| Bootery,” located in the Schroeder Ho- 


tel. Mr. Collar will feature women’s 
welts and turns, only—at $8.50 and 
$10. Mr. Collar opened his new estab- 
lishment on March 15, last. 
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\ Gaytees 








REG. U.S. PAT. OFF. 


Tus winter has proved that even more attention 
must be paid to correct color blendings and de- 
sign in waterproof foot covering. The 
Tiptop, a Gaytees model shown below, 
typifies the style of footwear which 
every well dressed woman will de- 


mand for the fall of 1928. 


YD 
Wait for the Gaytees Salesman o 





United States Rubber Company 


THE TIPTOP 


Pat. Applied For 
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McKay and Slater 
to Run New Dep’t 





A. W. McKay N. V. Slater 


SACRAMENTO, CAL. (UTPS)—An- 
nouncement has been made by the Tre- 
gellas Mansfield Co., which will open a 
large women’s specialty shop in this 
city about March 20, that the shoe de- 
partment will be operated by Arthur 
W. McKay and Norman V. Slater, both 
of whom are well known in the shoe 
business in northern California. 

McKay and Slater have announced 
that they will carry Peacock shoes. The 
name will be “The Peacock Shoe Shop.” 

The shoe store will occupy a space 14 
ft. wide by 55 ft. deep in the Tregellas 
Mansfield store at Eleventh and K 
Streets. The shoe shop will have the 
salon effect, with all shoes carried in a 
stockroom in the rear of the store. The 
decorations will carry out the same 
Spanish effect as the interior of the 
main store. 

McKay is a prominent figure in the 
shoe business in Sacramento. He was 
with Lavenson’s, Inc., for ten years 
and was with Hale Brothers, Inc., for 
five years, resigning from that firm 
recently as buyer in the shoe depart- 
ment. He has served as chairman of 
important committees of the retail 
shoe division of the Sacramento Retail 
Merchants Association. 

Slater is likewise well known in Sac- 
ramento business circles. He recently 
resigned from the shoe department of 
Hale Brothers, Inc., to join with Mc- 
Kay in the new venture. He was with 
Hale’s four years. 





Foot Health Shoppe 
Opened in Atlanta 


ATLANTA, GA.—Three men who were 
associated with the Fred S. Stewart 
store have formed a partnership and 
opened a store in the Peachtree Arcade, 
known as the Foot Health Shoppe, Inc. 
The incorporators are W. R. Freeman, 
who was with Stewart for twenty years, 
having charge of the Arch Rest de- 
partment, Dr. R. A. Parker, a well- 
known foot specialist, connected with 
the Stewart store for eleven years, and 
D. L. Law, advertising man with the 
old concern for four years. The new 
store is the only one of its kind in the 
Southeast, as it handles only such 
shoes as Arch Rest, Wilber Coon and 
J. J. Grover. An exceptional business 
has been experienced the first month, 
which proves, not only the need, but the 





future success of this store. 





Frank Stevens with Hanan 


ATLANTA, GA—Frank M. Stevens, 
who has been in the women’s shoe de- 
partment of the Muse store for the past 
21 years, and manager for the past 8 
years, has severed his connection with 
that firm to take charge of the new 
Hanan & Sons store, which opened last 
week at 170 Peachtree Street. Mr. 
Stevens is well known to the shoe trade, 
particularly to the merchants in the 
South, as he has been treasurer of the 
Southeastern Shoe Retailers Associa- 
tion for a number of years. 





Big Feet Help 
German Runner 


When Dr. Otto Peltzer steps 
around the track, size 13AA shoes 
carry him along. This fact is at- 
tested to by Dr. William M. 
Scholl, Chicago orthopedist, who 
was host to Peltzer during his re- 
cent Chicago race. 

“He has the most perfectly de- 
veloped feet of any runner I have 
ever seen,” said Dr. Scholl. 
“Their unusual length gives him 
that magnificent spring stride 
and a powerful leverage. 

“His feet are normal in every 
respect and he takes good care of 
them, raising on the toes repeat- 
edly to strengthen the longitudi- 
nal arch.” 

















a 


Spencer Chain of Stores 
Bought by John J. Daly 


BROCKTON, Mass.—John J. Daly of 
West Newton, formerly of this city, 
son of*Charles H. Daly, shoe manu- 
facturer, has purchased the so-called 
Spencer chain of shoe stores, dis- 
tributed throughout New England. By 
the deal he becomes owner and presi- 
dent of the chain, numbering 27 stores, 
the transaction said to involve $250,000. 

Mr. Daly, who is associated with his 
brother in the Daly Bros. Shoe Co. of 
Keene, N. H., formerly of Abington, is 
head of the Arden Box Toe Co. of 
Watertown and the Ray Shine Box Toe 
Co. of Franklin. 

According to present plans of the 
new owner, the Spencer stores will be 
supplied with the cheaper grades of 
shoes by the Daly Shoe Co. of Keene, 
N. H., and the better grades will be 
purchased from a concern in the South 
Shore shoe district. The Spencer shoe 
chain, it is reported, includes stores in 
Boston, Lynn, Worcester, Salem, Mal- 
den, Hyde Park, Springfield, Provi- 
dence, New Haven, New Bedford, Fall 
River, Hartford and other cities. The 
chain formerly was the property of the 
Isaac Prouty Shoe Co., Inc., of Spencer, 
which will continue to manufacture 
shoes for the retail trade. 





Hann, the Shoeman Quits 


BIRMINGHAM, ALA.—Hann, the Shoe- 
man, an old landmark here for over 40 
years, is going out of business. Several 
shoe concerns are negotiating for the 
lease and fixtures, but as yet nothing 





definite has been settled. 


Baiting St. Patrick 
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ATER SNAKE 


Except for the fact that this ad was 
printed almost two weeks before March 
17, it fitted in admirably with the St. 
Patrick tradition. That isn’t the rea- 
son we reproduce it here, however, 
This ad was very much worth while 
because of its novel art treatment and 
the fact that it advertises reptile 
shoes which are staging a _ strong 
come-back at present—if they ever 
have faded out of the picture since 
their introduction. The ad ran in 
Sunday and daily New York papers 
in five-column width and about two- 
thirds of a page high. 





French Salon Type 
Store Opened by Sobel 


OAKLAND, CAL. (UTPS)—Harry So- 
bel, who has traveled on the Coast for 
Frank & Hyman for the past ten 
years, has opened a new shoe store in 
the heart of the business section of 
Oakland, which he and his partner, 
George Waterman, have named “Rich- 
ard’s French Footwear Salon.” 

The walls are covered with im- 
ported French paper in rose, gray and 
gold design, the woodwork is French 
antique ivory, while the draperies and 
velvet carpet are a soft rose color. 
The settees and fitting stools are cov- 
ered with rose damask seats, the pan- 
eled backs of which are adorned by a 
spray of hand painted roses. 

Two strictly French cases patterned 
after Louis the Fourteenth period 
serve for hosiery and buckles; crystal 
lighting fixtures hang in glittering 
drops from the ceiling, and on each 
side are two immense mirrors with 
gold mirror sides. The effect is car- 
ried even to the telephone desk, which 
is a French desk with a French tele- 


| phone. 





Franklin’s Add Shoes 


ATLANTA, GA.—A new 75-chair pop- 
ular priced shoe department was 
opened in Franklin’s March 1, with J. 
R. Hillman as manager. Mr. Hillman 
was with Rich for the past five years. 

















cia puna alg 
Be aap pir 


= 
Re 





eee tir 9 aie eterna pal Talta 
SPR ides Nanragers 





RE ay 


Ae A NE IRN A 

























80 


INSIST ALWAYS ON THE ORIGINAL AND GENUINE— 


MAIN 








3053—Brown Kid vamp and strap, 
centre buckle, Python calf 
quarter, modified narrow toe, 
19/8 Spanish heel, turn 


$4.85 
3054—As above with 15/8 baby 
Spanish heel .........84.85 


3055—As illustrated in patent with 
Hindu calf quarter, 19/8 


Spanish heel .........84.75 
3056 — As illustrated with 15/8 
Spanish heel ......... $4.75 


3051—As illustrated in patent lea- 
ther with black lizard calf 
quarter, 19/8 Spanish heel, 


$4.75 
3052—As 38051 with 15/8 baby 
Spanish heel ......... 84.75 


The trade mark 
is registered inthe U. S. Pat. 


Office, as the property of the 
Goto Stiprper Company. 


The use of the name Deaumitl Sandala, or any con- 


flicting therewith, on footwear other than that of the GOLO 
SLIPPER COMPANY, is a violation of our rights. 


purpose to protect these rights to the fullest extent of the law. 


OFFICE 
129 DUANE ST., NEW YORK 
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THE PRODUCT OF 


| GOLO SLIPPER COMPANY 


Original—Beautiful 
Styled by Saks 


Retailers know from experience that 
Saks models can be sold at a price 
that opens wide the door to the 
medium priced trade. 


IN STOCK 


Widths and Sizes 


A 4 to7 
B 3Y to 8 
C3 8 


M. J. SAKS SHOE CORP. 


144 Duane St., New York City 


There is only one line of 


and the genuine always bears 
our stamp. 


It is our 


BRANCH SALES OFFICE 
1634-1635 REPUBLIC BLDG., CHICAGO 





March 17, 1928 


FUGUUUGUUUUAUUCUUCCUGOUUEECEREEECEEECEGUGUUGCUCUUUUCOOGOUCAUGEESEOEREROUEUEUOUEOUOUOUOUGCUEOESECUCCCCCGOOEEOSEREREOEUOUUOUUCCCOCCUOCUOOEOCOOOCEOUEOOOCUCUEOEEEEUELS 


genuine 
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3057—Patent leather with Gun Metal 
collar and twirl strap, modi 
fied narrow toe, 19/8 Spanish 
BOGE, GUID ccvvcvccces $4.75 
3058S—As illustrated above, 15/8 
baby Spanish heel, turn .84.75 
3061—As illustrated above, 14/8 
Cuban heel, turn...... $4.75 


3059—All Black Satin same as il 
lustrated, 19/8 Spanish heel, 
CE 6066600 000500060 $4.75 


3060—All Black Satin, 15/8 baby 
Spanish heel, turn.....84.75 
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= In answer to the demand for a 
> shoe of the highest grade that must be 
‘ smart in appearance as well as protective in ‘) 


nature we have produced and now offer Archway Shoes in 
many attractive models for both men and women. @ The 
} development, after extended research and experimenta- 
tion oi this Archway principle, is one of the 


most valuable contributions to the art 
|THE 
ish 


of shoemaking in recent years. 










SHOE 


‘EDWIN CLAPP & SON, INC. 


; EAST WEYMOUTH, MASS. 














BOOT AND SHOE RECORDER March 17, 1928 


































ity of snap 
and quality 
—~ to please the \ 

é ~ as tonishingly 
/ low priced. 


RECORDER SHOW CARDS — 
TALK 


Would Your Own Windows “Sell You” 


—if you didn’t own them? 


Do they attract you? Do they make you feel like going right in to 
buy a pair like those displayed? 


Recorder cards are so prepared each month to help you get the group 


idea or display in your trims, and so bring out the strong points of 


your line, either style, quality, value, fitting, or seasonal idea. 





Window trims without Show Cards are trusting to luck! 
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This Is What You Receive 





. FO RRM. P 
so tia SME REISS ti ene 


WY TE looked a long time and discarded many types of easels 
before we selected the beautiful polychrome two-toned ones 
which are a part of this service. 


With your first shipment of cards you receive four easels either in 
silver or gold with your store initials hand 

embossed in the oval against a dark back- 
ground. Every month you receive eight Q 
hand-designed cards similar to those repro- e 

duced above, with different shaped cards ai 
each month . . . full of peppy selling mes- Doe 
sages and every two months 100 special Month 


blank price tickets. All for. 








RECORDER SHOW CARD DEPT: 
189 W. MADISON STREET CHICAGO, ILLINOIS 


| 
| 
| 


Just the thing’ 


for this 
unsettled weather 


Assured “solid. 


comfort! and 
foot protection 


MESSAGES 


Your first opportunity to 
TO NEW TRADE 


Tear off and Mail This Coupon 


Please send the RECORDER SHOW CARD 


“Selling Messages” Service for one year, con- 
& & 








} 
| 


sisting of eight new cards each month, and | 


the first 


for 


four polychrome art easels with 
month’s service, beginning with 
April, for which we will pay $48.00, payable 


$4.00 per month. 


cards 


$45.60 per year if paid in advance 
We prefer the (silver) (gold) easels. 


We sell men’s, women’s, children’s shoes and 
hosiery. 
(Cross out lines not carried.) 


We want the following initials on easels: 


(Not more than two; if hyphenated, 
so indicate.) 


Store Name 


Owner 


City 


(March 17th issue) 


State 
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Abad Sera) 


Get Ready for the 





Pre-Easter Demand 





for Children’s Shoes 





If you haven’t already done so, 
now is the time to size up your stock 
with a view to conditioning it for pre- 
Easter selling. 


Easter, as you well know, is more 
a day for the children than for the 
grown-ups, so make sure that the 
youngsters’ section is in tip-top shape 
when mothers bring them in to be 
fitted. 


You could do no better than to 
concentrate on the SINBAC Helthy- 
Fut Line. It’s a composite of up-to- 
the-minute styles, quality leathers 
and fine workmanship. 


These things, together with prices 
that are held down by volume pro- 
duction, provide adequate reasons 
why SINBAC Helthy-Fut Shoes 
should be given a prominent place in 
your stock. 


Then, too, there’s that matter of 
service. With a floor stock ample to 
care for almost any demand, same- 
day shipment is the rule. 


What more could you ask? 


SINBAC 


211-13-15 W. Monroe Street 
CHICAGO 


P. S.—If you have not received the cur- 
rent issue of our monthly catalog, SELL- 
ING SHOES, send for it now. Simply say 
“Send SELLING SHOES.” 


3—Service every 



































































“Let Me Dictate 


This ITS Ad” 


a s. a business girl. Taken a lot of dictation in the 
daytime and danced some at night. Good appear- 
ance means a lot to me at work or at play. That’s why 
every shoe I wear at office or party is ‘well heeled’ with 
I.T.S. et nate Let me dictate another para- 


graph 


“this new super-quality compound in these I.T.S. Rub- 
ber heels means more pep for me, more buoyance in my 
step—and longer wear and better appearance. I “ 


well shod in I.T.S. Super-Quality. And, here’s a tip t 
you—if I KNOW I can get I.T.S. at your shop, I’ll be 
in a lot oftener.” 


Six Exclusive Advantages 


4—Quick applica- 


tion—no pre 
paring of lift, 
no cement. 
5—Always tight 
neat job-—con- 
cave -coenvex 
shape does it. 


6—A clear = guar- 
antee of  satis- 


1—Now, and from 
now on I.T.S. 
heels are Super- 
Quality. 


2—Up to the min- 
ute outlines. 





size and style 


with only 20 I.- I. T. 8. Su . f 
- eo we per-Quality actory wear or 
T.S. sizes. Cuban @ mow pale. 


THE I.T.S. COMPANY, Elyria, O. 


ES acu 





Cdmerica’s Best Fitting 


ROBRERITEELS | 


March 17, 1928 
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3 Tan Calf 
, Hiawatha Leather Sole 
Eo Black Patent B and C 
4 Spike —_ > Heels 83.60 
$4.35 Welleste 


Smoked Elk 
Ph b **Bearfoot’’ Sole 
oebe 
White Kid $3.75 
Spike and Cuban Heels 
AA-C 
$4.60 








; ! Orders from salesmen—Orders 
the The sweetheart by mail and wire—Shoes on Vassar 
I ae | Black Patent r Reptile tulay 
ear- Spthe end Outen Hoste their way by express—some “Bearfont”” Sole 
why ; Same a= * ong perfo- ‘ ' phd, 
°.5 ration — we 
vith even by air. Action! — 


A-C 
$4.00 


. ; Black Inlay 
ara- 3 ACTION! ‘*Bearfoot’”’ Sole 





5 84.100 

ub- & ’ 
my & Merchants Shoes are selling! 
fel & 
p to 4 

% , . 
1 be fl Merchants Shoes are making 

t 4 ’ 

money for Merchants Cus- 

. 

ia tomers! 
lic a- : 
on 
lift, = 

#] Jeanne Mule Pump Radcliffe 
ight 4 Black Patent Guan Metal Calf 
cei. . Spike Heels Crepe Sole 
ver Same on Square Toe B and C 
it. 3 Spike and Cuban Heels Tan Calf 
guar- : $4.00 Crepe Sole 
satiss i Black Rib Satin $3.60 
ar or ; (With ornament) White Calf 


an? aocle Leather Sole 
‘ White Calf 


**Bearfoot”’ Sole 


White Kid 








Spike Heels 
AA-O B on 
Brown Flower Satin . O6et 
cope Zone White Calf 
e Crepe Sole 
$4.25 Band C 
Silver Kid $4.25 
Spike Heels . 
AA-O 
$4.85 







57 Lincoln St. Boston, Mass. 
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WHERE TO BUY 
Men’s Shoes 
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HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














= 








©) M. a. PACKARD CO., Makers 
BROCKTON _____., 


iNETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 


Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 


Brockton, Mass. 
















Richards & Brennan Co., Randolph, Mass. 


goewrnenne ah 


BOSTONIANS 
SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 























Shoe Market News 


in the Boot and Shoe Recorder 
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Usual Slump 
After Easter 
Not Expected 


HAVERHILL, Mass.—Immediate busi- 
ness in the local industry is extremely 
good, but buyers to date have refused 
to anticipate future requirements to 
any marked degree. The trading pe- 
riod immediately after Easter, how- 
ever, on the strength of the experience 
of recent years is expected to be good, 
and no sharp falling off in local pro- 
duction is expected with the passing 
of Easter. 

The late season shoes show a decided 
movement toward sandals of the light- 
est types—open shanks and liberal cut- 
outs. The sandal pattern affords op- 
portunity for wide diversity and inge- 
nuity which the shoe men exercise to 
the limit. 

Patent leather and beige kid are the 
popular materials. Black is the out- 
standing color for the late season, most 
obviously in the chain store factories. 
Satin has not become generally strong 
to date. Honey beige is being cut in 
large quantities in the pump and tie 
patterns and, with gray, features the 
colors in immediate business. Some of 
the more brilliant kid hues are show- 
ing up for late spring. Whites are at 
present speculative, some white kid and 
jade beginning to show up, but still re- 
stricted. 


Columbus Factories 
at Full Production 


CoLumsus, OHIO (UTPS)—Prac- 
tically all shoe factories in Columbus 
and in central Ohio are being operated 
to full capacity, looking after spring 
business. Shipments from the fac- 
tories are going out briskly, and _indi- 
cations point to a continuation of this 
activity up to the middle of April. 

Orders for Easter shipment are now 
about all in. Patents are still in the 
lead when the number of pairs is taken 
into consideration. Colored kids are 
proving quite popular, and all of the 
factories producing women’s shoes are 
busy shipping a large number of col- 
ored kids. Honey biege and blonde are 
the favorite colors. Suédes are also 
claiming some attention, and factories 
find many orders for that leather. 
There is also a good business in rep- 
tile skins, such as alligator, lizard and 
snake. 


Leather Accountants Meet 











Che vee 
C0 TS hoe Se 
FOR MEN a 


PHILADELPHIA, Pa.—At a meeting of 
the directors of the Leather Account- 
ants’ Association held in Chicago re- 
cently it was decided that the annual 
meeting of the association would 











held in Philadelphia on May 24 and 25. 


Buyers in Market for 
Last-Minute Easter Stuff 





Novelties in Demand Just Now— 
Colors Are Strong 


LYNN, MAss.—Buyers are here seek- 
ing last minute novelties for Easter, 
and also new styles for late spring and 
early summer. There will be an extra 
good business after Easter, if precedent 
proves true. Women buy a lot of shoes 
in anticipation of the good old summer 
time. 

Colors are coming along strong. Pre- 
dictions are made that colors will soon 
outnumber blacks two to one in the 
shops. For some time, blacks have out- 
numbered colors four to one. Some 
think that the saturation point on 
blacks has been reached for the present. 

Fabrics are competing with leather. 
Indian prints, play ground, and other 
picturesque fabrics are in the sample 
lines. A. E. Little & Co. has been mak- 
ing fabric shoes for several weeks. 
Harney Shoe Co. has added fabrics to 
its samples. So have a score and more 
Lynn concerns. 

Many of these fabric shoes are 
trimmed with leathers of blue, red, 
green, and so on, usually kid of the 
lustre or astralac finish. Some say it 
costs as much to make a good fabric 
shoe as it does to make a good leather 
shoe. 

Reptiles are gaining again. Little 
lizard skins, in delicate shades of 
pastel, are being cut up in numbers. 
Some of these are so small a man can 
span them with his hands. Water 
snake skins, scarcely longer than a belt, 
and as slim as a snake, also are being 
used. Alligator is a staple leather; W. 
F. Hooley’s genuine shark skin shoes 
are not yet rivaled. The new production 
of reptile leathers is better tanned, and 
so being, lends itself to footwear to 
greater advantage of both maker and 
wearer. 


Introduce New Sandal 


Norwoop, OHIO (UTPS)—The Nu- 
Style Manufacturing Co. of Norwood 
is introducing on the market a new 
slipper in the nature of a boudoir 
slipper and a beach sandal which is 
selling extremely well, according to the 
officers of the company. The slipper is 
styled the “Morton Step-Out,” which 
name is registered. 


Superior Co. Moves 


BROOKLYN, N. Y.— The Superior 
Shoe Ornament Works has moved from 
its Ralph Avenue location to new and 
larger quarters at 163 East Fifty-third 
Street, Brooklyn. M. Silver is the pro- 
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New Cut Sole Company 


HAVERHILL, Mass.—J. Harold Gillen 
and Carl U. Crosby, cut sole men of 
long local experience, have engaged in 
business in Lynn under the name of 
Crosby & Gillen Co., Inc. The firm is 
engaged in the cutting of women’s 
soles exclusively. The men are widely 
known through the trade, Mr. Gillen 
having been associated with the Charles 
L. Stevens & Co., and Mr. Crosby, with 
Cc. H. Horne and more recently in the 
firm of Hall & Crosby. 


Volume Holds Up in 
Cincinnati Factories 


CINCINNATI, OH1I0—Shoe factories in 
this section now have fair operating 
schedules and deliveries are comparable 
with those of last year. A nice volume 
of orders is coming in for pre-Easter 
sales and are calling for colors, mostly 
light. Plants making up In-Stock De- 
partment footwear continue very busy 
while those turning out the better 
grade shoes are less busy. Late spring 
samples are being made up at some of 
the factories and will be ready for 
territory salesmen around April 1. 

Both factories of the Sam B. Wolf 
Sons Company are running at capacity 
and production has been unusually high 
since the first of the year. Robert Ger- 
win, of the Wolf firm, reports orders 
on hand to be at least 30 per cent bet- 
ter than at this time last year. Black 
patent and black kid orders are holding 
up well in most of the sections covered 
by Wolf, but Mr. Gerwin said that 
practically all Coast orders specify 
light colored kid. 

The Stanley Duttenhofer Shoe Com- 
pany is busy on samples for last spring. 
Colored kid, whites and greys will be 
largely represented among the new 
samples, Stanley Duttenhofer, presi- 
dent of the firm, reported. Spring ship- 
ments have been very heavy and busi- 
ness thus far has shown a nice increase 
over last year, Mr. Duttenhofer said. 
Marron and Honey Beige shades of calf 
and kid continue to be called for in or- 
ders and Mr. Duttenhofer expects them 
to hold good into summer. 

Orders are calling for trimmed 
shoes to be shipped out right now, and 
cut-outs for Easter, according to J. 
Schultz of the Mann-Longini Shoe Co. 
Colored kid, black patent and black 
satin are moving spasmodically. 


Making Marine Shoes 


NorTH ABINGTON, MAss.—Work has 
been started by the Lewis A. Crossett, 
Inc., of North Abington on the manu- 
facture of an order for 55,000 pairs of 
light tan marine shoes for the U 
Marine Corps, obtained by the company 
two weeks ago after competitive bid- 
ding in which the company’s figure of 
$4.48 2-10 was the lowest of five com- 
peting firms. 

The company hopes to manufacture 
some of the new shoes in its factory at 
North Abington, according to Presi- 
dent Austin Kibbe, but it is believed 
that most of them will be made in the 
Augusta, Me., plant. Production of the 
shoes will proceed on a basis of about 
400 to 600 pairs a day. The other lines 
of the company are supplying so much 
business the factory will be busy for 
several weeks to come. 





Ault-Williamson 
Deny Merger Rumor 


AUBURN, Me.—Rumors that there has 
been a merger of the Wise & Cooper 
Shoe Company, with the Ault-William- 
son Shoe Company are denied by ex- 
ecutives of both companies. Charles 
Ault, president and treasurer of the 
Ault-Williamson Shoe Company, has 
made the following statement: 

“Rumors that there has been or is 
contemplated a merger of the Ault- 
Williamson Shoe Company with the 
Wise & Cooper Shoe Company are 
without foundation. Our company has 
no idea of operating the Wise & Cooper 
Shoe Company, nor is there any plan 
being contemplated for merging the 
two corporations. There is a friendly 
cooperation between the two companies 
and one year ago, when Fred W. Small 
became a stockholder, a director and 
president of the Wise & Cooper Shoe 
Company, the Ault-Williamson Shoe 
Company took a small financial inter- 
est in the newly organized concern. 

“Last December, upon the retirement 
of Messrs. Arthur Cooper and Arthur 
Kingsley their holdings were taken over 
by the present executive officers of the 
Wise & Cooper Shoe Company, who are 
Messrs. Fred W. Small, president; 
Andrew Murphy, vice-president; Har- 
old Cooper, treasurer and general man- 
ager. 

“At this time the financial interest 
of the Ault-Williamson Shoe Company 
was considerably increased. The man- 
agement of the Wise & Cooper Shoe 
Company remains in the hands of the 
present executives of the business. The 
two companies will continue to manu- 
facture different grades and kinds of 
shoes.” 

The executives of the Wise & Cooper 
Shoe Company confirm the statement 
of Mr. Ault. They advise that since 
the reorganization of their company, 
about a year ago, steady and consistent 
progress has been made. 


Navy Wants Gym Shoes 


WASHINGTON, D. C.—The Bureau of 
Supplies and Accounts of the Navy 
Department will open bids on March 
20 for about 384 pairs of size 7; 360 
pairs of size 8; 720 pairs of size 9, 
and 336 pairs of size 10 gymnasium 
canvas, rubber soled oxfords, of one 
grade, only, subject to the conditions 
specified: in Standard Government 
Form of Bid and in Special Instruc- 
tions to Bidders (S. and A. Form 466) 
issued by the Navy Department, Jan. 
1, 1928, discount wili be allowed for 
payment within 10, 20 and 30 days. 
Delivery to be in accordance with the 
conditions governing deliveries of sup- 
plies to the Navy (S. and A. Form 
465) issued by the Navy Department 
Jan. 1, 1928. General Specifications 
for Inspection of Material, Appendix 
No. 1, Rubber Goods and Appendix No. 
III, Textiles, issued by the Navy De- 
partment May 1, 1926, and Nov. 1, 
1926, respectively, shall form part of 
these specifications. In all respects, not 
covered by specifications above referred 
to, the gymnasium shoes must be equal 
to standard sample at the Naval Sup- 
ply Depot, Brooklyn, N. Y., where a 
sample may be obtained upon appli- 
cation in person, or in writing, to the 
officer in charge. 
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WHERE TO BUY 
Men’s Shoes 
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STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Got to Be Stetsons 
to Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 











Makers of Gentlemen’s Fine 
Footwear Since 1850 


JONATHAN RosBINnson 
NorTHAMPTON, ENG. 


Representative: 
F. D. Connor, Manchester, N. H. 
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50 STYLES IN STOCK 
EMERSON SHOE MFG. CO., Rockland, Mass. 
Write for catalogue today 
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BION F-REYNOLDS Com 


BROCKTON, MAS > 
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WHERE TO BUY 
Shoe Buckles 
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& E 
IMITATION STEEL 
BEADED i 
SHOE BUCKLES 
A. & H. VEITH, INC. T 


—I/ m porters— 
9-11 East 38th, New York H 





PEOPOO OOOO SES OOOOEEES: 
CUT STEEL : 
BEADED-RHINESTONE < 
“Decidedly Different” 4 
Importers : 

MAISON MANN, INC. 3 

formerly 4 

BAUER & MANN 4 

3 West 20th St., New York 4 


$000000006% 





TriFart & De ALTERIS 
Importers end Manufacturers 
OUT STBEL ad BEADED 
RHINDSTONE 


SHOE ORNAMENTS 
101-103 West 37th Street, 
New York City 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 








PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York rtf 
HIGH SH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 


$27.00 per doz. and up 

















Two Strap Sandal 
C, D & E—2%-9 
In Stock 
No. 3-2 at $2.35 
MORAN-HERMANN- 
McMANUS. INC. 
Auburn, Maine 
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124 N. ra “se, “Philadelphia 








IN STOCK 

$1.60—5 &% 
days; case 
lets; = gen- 
tine kid 


turn; rubber heel; 
rights and lefts: 3 to 


WM. SUMNER SMITH 
825 Monroe Street 





Chicage, It. 
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WHERE TO BUY 
Children’s Shoes 
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“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 

ROCHESTER, N. Y, 
Boston Office: Statler Bidg 

















Golo Team Wants 
Some Competition 





Standing, left to right, S. Tessler, M. 

Lapin, L. Cohen and B. Iglowitz. Sit- 

ting, left. to right, M. Lazarus, man- 

ager; I. Steinhauser, captain, and A. 
Diamond 


New York, N. Y.—The Golo Slipper 
Company’s basketball team, composed 
of employees of the stock and office 
forces, sends out a challenge to all 
shoe house teams of 135 pounds for 
contests. This is the Golos first sea- 
son and games have been scheduled 
with the Brooklyn Navy Yard, Drome- 
dary Dates, Penn. R. R., Y. M. C. A., 
Bowling Green Mission, Washington 
Heights, Y. M. H. A. and the Benson 
Big Five teams. 


H. Phillips Dalton Dead 


BrockTon, Mass.—H. Phillips Dal- 
ton, head of the Dalton Shoe Co. of 
North Middleboro and for years one of 
the most prominent shoe executives in 
the Old Colony District, died March 7 
at his home in Brockton in his 67th 
year. He had been in failing health 
for months. His death came less than 
three months after the death on Dec. 
18 of his son, L. Holmes Dalton. 


Cal., but early in life he moved to 
Brookfield, in this State, where he ob- 
tained his early knowledge of the shoe 
business. Thirty-one years ago he 


Mr. | 
| Dalton was born in Alameda County, 




















came to Brockton, where he soon be- 
came superintendent of the Thompson 

Bros. Shoe Co., which post he held un- 
til 1915, when he went into business 

for himself, manufacturing high grade | 
men’s welt shoes in a portion of the 
C. A. Eaton Co. plant. Some years ago 
the business was moved to Middleboro. 


Jeff Bender Sails 


New York, N. Y.—Jefferson Ben- 
der of the Jefferson Import Co., sailed 
on Friday, March 9, on the steamship 
Columbus of the North German Lloyd 
for a business trip to France, Ger- 
many, -Czechoslevakia, Austria and 
Hungary. He will return in about five 
or six weeks. This is Mr. Bender’s reg- 
ular semi-annual trip, and he hopes to 
have a complete new line of fall styles 
back here in time for the Brooklyn 
Style Show, May 21, 22 and 23. 





Arnold Back from Trip 


NorTH ABINGTON, Mass.—W. Percy 
Arnold, president and treasurer of the 
M. N. Arnold Co. of North Abington, 
and his son, Dwight C. Arnold, have 
returned from a business trip to the 
Pacific Coast on which they visited com- 
pany stores in Chicago, Denver, Seattle, 
Portland, Ore.; San Francisco, Oak- 
land, Santa Barbara, Los Angeles and 
San Diego, Cal. They report business 
conditions in the Far West very satis- 
factory and the outlook for high grade 
shoes, which the company manufac- 
tures, excellent in the large coast cities. 





Eastern Factories Busy 
On “At-Once” Business 


Boston, Mass.—Factories and whole- 
salers in this section are fairly busy on 
immediate business; traveling sales- 
men are making shorter trips than last 
season and report that “at-once” ship- 
ments are the order of the day. One 
of the shoe manufacturing concerns in 
this section making women’s medium 
grade shoes reports that it is manu- 
facturing about 5000 pairs daily. 

In women’s novelty shoes, the head 
of one house recently interviewed re- 
ported that in the more than ten years 
he has been in business he has never 
had as successful months as January 
and February of this year, and that 
March promises to be equally good as 
to volume and profits. His price range 


| comprises numbers to retail at $5 down 


tc $3. The fastest selling shoe of this 
house is its sandal on the Deauville 
pattern, but called by another name. 
Indian prints are mentioned by sev- 
eral novelty footwear concerns as good 
bets for near-Easter-time sellers. Heels 
in 14/8 heights are popular, and on ex- 
treme novelties there is a demand for 
24/8’s. Honey beige suede vamps, with 
honey beige kid quarters and lace stay 
trims are noted in ties, and patent 
leather pumps are seen with unique 
throat ornamentations—for instance, a 
large fluted leather rosette, with col- 
ored stone in the center. Men’s shoes 
are shown in many rich brown shades 
of calf, and in various “snappy” sport 
patterns in white calf, sometimes with 
very light tan calf trims and sometimes 
with trims in darker shades of tan calf. 
White calf with alligator and lizard 
trims, in addition to the popular black 
and white sport sole models, are re- 


| ported as good sellers in men’s lines. 


New Shoe Stores 


Eric’s Shoe Store, Boston. 

Louis Hirsch, 6509 Hollywood Boule- 
vard, Hollywood, Cal. 

Bone Bros., McEwen, Tenn., shoe de- 
partment. 

Tri-Plex Shoe Co.. Ine. (James 
Bowden, in charge), 6180 Ridge Ave- 
nue, Philadelphia, (eleventh store in 
chain). 

George Hutchins, Chestnut Street, 
Philadelphia, Pa. (first store in chain 
of five men’s shoe stores). 

George Hutchins, Germantown, P:z., 
(men’s shoe store to open soon). 

William R. Mason, 5508 Connecticut 
Avenue, Washington, D. C., (children’s 
shoe store). 
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Slavens Shoe Corp. Moves 


ATLANTA, Ga—The Slavens Shoe 
Corp. is moving its headquarters from 
Cincinnati to Atlanta, which will give 
it a more central location for its 
future activities in the Southeast. The 
Arch Preserver stores in Cincinnati, 
Jacksonville and Atlanta will be di- 
rected from this city. Chas. Slavens 
will continue to represent the Selby 
Shoe Co. on the road as heretofore. 





Russians Here to Study 
American Shoe Making 


NEw YORK, N. Y.—A delegation from 
the Leningrad Leather and Shoe Trust, 
producing 9,000,000 pairs of shoes per 
annum, has arrived in this country to 
study the equipment market in con- 
nection with the construction at Lenin- 
grad of the largest shoe factory in 
Russia, to cost $4,500,000. The delega- 
tion, consisting of ‘A. Rossin, vice- 
president of the trust, and B. Poliak, 
director of the research department, 
will also acquaint itself with American 
production methods. The factories of 
the trust are scheduled to increase pro- 
duction 60 per cent next year, accord- 
ing to Mr. Rossin. 

“The new Leningrad factory,” he 
said, “will require about $2,000,000 
worth of equipment, the bulk of which 
will be purchased abroad. Our trust, 
which produces all the leather required 
for the manufacturing of shoes, im- 
ports also considerable quantities of 
raw hides.” 

Messrs. Rossin and Poliak will stay 
in this country about two months and 
will visit Boston, Chicago and other 
shoe centers. 


New Lease for Regal 


RICHMOND, Va. (UTPS)—One of 
the most important leases reported for 
Broad Street property in_ recent 
months has been consummated by Da- 
vid E. Constantine, manager of the 
chain store leasing department of 
Morton G. Thalhimer, Inc. The store 
at 703 East Broad Street, adjoining 
Meyer Greentree, has been leased to 
the Regal Shoe ‘Company for a long 
term of years. 

After extensive alterations, includ- 
ing a new type front of the latest im- 
proved design, have been completed, 
the Regal Shoe Company will vacate 
its present location, at 611 East Broad 
Street, which property is included in 
the expansion program of Thalhimer 
Brothers, Inc. 

The decision of this firm to secure 
a new location in Richmond for a long 
term of years is considered an indica- 
tion that it is enjoying a satisfactory 
volume of business here, and that it 
considers future retail business pros- 
pects to be favorable. 





Remodel Lester Windows 


NASHVILLE, TENN. (UTPS)—Exten- 
sive remodeling is transforming the 
show windows of Lester Shoe Co., lo- 
cated at 413 Church Street. The new 
arrangement will include three show 
windows all pointing toward the front 
so that displays may be properly 
focused. Though work is being done on 
the outside, the shop is still open for 

















business. 





Upswing in Business 
Is Noted in St. Louis 


St. Louis, Mo.—The report on gen- 
eral business conditions just issued by 
Eighth District Federal reveals a bet- 
terment throughout the territory in 
which it operates. The report follows 
in part 

While still exhibiting considerable 
irregularity both with reference to the 
several lines and different localities, 
business in the district during the past 
thirty days developed moderate im- 
provement over the preceding month 
and the corresponding period last year. 
Betterment was most noticeable in in- 
dustry and in distribution of merchan- 
dise of the more permanent and heavier 
sort. Operating schedules at a number 
of important manufacturing plants 
were increased and additional orders 
booked were sufficiently large to insure 
continuance of the higher rate of pro- 
duction for several months to come. 

“The general trend of prices was 
higher as contrasted with thirty days 
earlier and due to this fact and a more 
active demand for goods by ultimate 
consumers, there was a greater dispo- 
sition on the part of wholesale and re- 
tail merchants to increase their com- 
mitments for future requirements.” 

There was a special report pertain- 
ing to shoes which reads as follows: 

“January sales of the five reporting 
interests were 2.0 per cent smaller 
than for the corresponding month last 
year but 72.3 per cent larger than the 
December, 1927, total. Stocks on Feb. 
1 were 13.3 per cent larger than a 
month earlier and 2.8 per cent less than 


‘on Feb. 1, 1927. The large increase in 


the monthly sales comparison is ac- 
counted for by the seasonal influences. 
Demand generally is active and orders 
booked since the first of this month are 
satisfactory in volume. There was fur- 
ther advance in prices of finished goods 
and as compared with a year ago, price 
increases range from 5 to 25 per cent 
with the heaviest rise being in heavy 
work shoes. 


New Shoe Stores 


Dodd & Craven, 72 N. Main Street, 
North Adams, Mass. 

Morris Abramson (Morris Shoe 
Store), Winthrop, Mass. 

W Reno, West Railroad Avenue, 
Hazlehurst, Miss., shoe dept. 

The Hurley Shoe Stores Co., ground 
floor, new Chemical National Bank 
Building, Broadway and Cortlandt 
Street, New York City, to open soon. 

The Golden Rule Shoe Co., Inc. 
(three stores, heretofore owned and 
operated by Rice & Hutchins, Inc.) at 
1345 Broadway, 911 Prospect Avenue 
and 1003 Southern Boulevard, New 
York City. 


Covington Joins Brothers 


MONTGOMERY, ALA.—O. P. Coving- 
ton, formerly connected with Shine’s 
Walk Over shoe store, was recently 
elected vice-president of Covington 
Brothers Motor Co., local Studebaker 
and Erskine dealers. Before his con- 
nection with the Walk Over store, Mr. 
Covington was in the automobile in- 
dustry and had wide experience. 









WHERE TO BUY 


Women’s Novelties 











il 
IN THE LONG RUN 
oe Taking chances by ordering 
“wild” styles never made 
body. You lose 


“‘left- 
e for circular 
showing practical Easter 
fashions that will appeal 
to the majority of your 
customers. 


Samuel Cohen 
Shoe Co 




















Latest Styles at 

Popular Prices 

in Stock  - 
SL-NEW WRK Ory) 


Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 































WHERE TO BUY 
Ballet Slippers 


EO Pe ee ee 





In Steck Black Bal- 
let Slippers 


Ladies’ $1.25 pr. 
Missen’ # -20 pr. 
Childs’ $1.15 pr. 


BLOG SHOE CO., INC. 
147 Duane ri 
New York, N. Y. 














BALLET 


SLIPPERS—IN STOCK 

ef the unusual kind 

Bie2 Bik. Kid Head Tere 
Seft Tee 









Child's 6 te 1i—61.88 
Misess 11% te B— 1.46 
Women's te 1.46 


SCHWARTZ & aa pam. Inc. 
8 ialists im Ballet nufa 
1 No. 1ith St., Philadelphia, Pa. 














BALLET SLIPPERS 
Made on ne nd Left Lasts 


No. 690 Black Kia. Las 
No. 604 White Kid. .1.75 
Coast Pri ghtly 





wR 
" eT) 1.35 
1.76 1.65 
Higher 





ices Bit 
BROOKS SHOE 


MFG. CO. 

Philadelphia— 
1725 No. 6th 8&t. 

Los Angeles—1162 So. Hill St. 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY | 


Shoe Price Ticket Holders 














POLLY CLIP 
For Shoe Price Tickets 
Quel, sect. everlasting, “iow ont_ 
class i ‘Gross ¢ $5. | Half 
ith order. 


unsa 
M. D. POLLINGER Co. 
416 Victoria Bldg., St. Louis, Mo. 
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WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


Not a substitute for—but an improvement 
we ordinary leather. 
Products Department 
WestVirginia ee, eae 
New York 




















Colored 
Chrome 
Sides 


Cup & = 














The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 South St., Boston, Mass. 

















WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 


FIXTURES 


Blowing Off 
~ the Froth 


[CONTINUED FROM PAGE 63] 


a deep breath of contentment. At last: 
Here is the place. There are many 
other mothers with other little Tommies 
being waited on. Now this is something 
like. That store wins her heart and her 
trade for all of her future days. 

No top-lofty soaring about that good 
old store. And the owner is one of the 
most prominent members of the trade. 
His voice if heard in a convention might 
help to set things right. But he is too 
busy with his store and his very pleas- 
ant contacts with his customers. He 
reads and learns. He goes places and 
sees. Rated high in Dun’s book and 
higher in the affections of his trade. 


or “establishment” or other high-sound- 
ing place where shoes are handled, “but, 
who wants to be an old-time, homey, 
family shoe store?” Answer is—Any 
man who has an eye to the main issue— 
cash in the till and credit in the bank. 
It need not be a hideously homely old 
store. It need not be all out of date 
physically. It may be right up to the 
minute in good looks and modern fur- 
nishings. But the shoes it shows and 
offers for sale are the shoes that mil- 
lions of people want. And that, after 
all, is the main idea. Sell ’em what 
they want. Most of them want every- 
day, good-looking footwear and hosiery. 

Stores that appeal to the masses of 
buying public are most apt to be run by 
some hard-headed, hard-thinking chap 
who knows darned little about futur- 
istic or modernistic things. He would 
never be guilty of appealing for patron- 
age with such an advertisement as is 
quoted at the top of this article. He 
will say in plain language what he has 
for sale and he will show it in his win- 
dows so plainly that only a blind person 
could miss it. 

Down to earth and out of the skies. 
Down to fundamentals—and profits 
made through right merchandising. 


Millerites Ass’n Hold 
11th Anniversary 


NEw YorK, N. Y.—Celebrating the 
llth anniversary of the founding of 
the Millerites Asssociation, a _ social 
and benevolent organization of em- 
ployees of the I. Miller factories and 
retail stores, more than 1000 members 
of the association and their friends 
gathered at the annual dinner and 
frolic at the Hotel Commodore here 
Monday night, March 11. Business 
was out of order for the evening and 
the time was given over to a bang-up 
dinner, a wonderful bill of entertain- 
ment by Broadway professionals and a 
dance. The entire affair was up to the 
usual standard of the Millerites’ an- 
nual frolic—even better. 








A Correction 


The “Ritzie” patent leather pump 
No. L552, shown in an advertisement 
by Wise & Cooper Shoe Company on 
page 43 of our March 10 issue, should 
priced at $4.10 instead of $4.25. 





“But,” asks the modern “shoe salon” 





bh 8 


WHERE TO BUY 
Men’s & Women’s 


6 EP 6 a ee 









No. 382 ae Tan Bilucher 
with liza trim, oak _ sole, 
Infants’ yee chiidren’ s—Misses’. 
Same in patent leather. 
Send for samples of these 
and other tan and patent 
leather popular priced styles. 


| bi Bw eg Slipper > 


IN Stitchdowns in Stock 
NS 


Brooklyn, N. 





la i ial 


WHERE TO BUY 
Slipper Supplies 


78 er 














POMPOMS AND ROSETTES 
The right merchandise at the right 


Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 














WHERE TO BUY 


Heel Protectors 





A PROFIT MAKER 
te retall at 


$1.00 pr. 


Somes in 3 Pt 





Leather 

Y $7 DOZEN 
162 Union 8t. 

MEMPHIS, TENN. 








Red and Green on Call 
at Slater’s, Palm Beach 


PALM BEACH, FLA. (UTPS)—J. & J. 
Slater, located in the Fashion Beaux 
Arts, are showing the greatest variety 
of styles and colors in shoé@s since their 
establishment of a store in Palm Beach, 
seven or eight years ago. Furthermore, 
according to C. E. Lull, local manager, 
the company is enjoying a bigger vol- 
ume of business than in any previous 
year, the demand for colors, particu- 
larly red and green, far outdistancing 
all others, although there is a steady 
demand for all of the pastel shades. 

One of the most popular materials is 
“Retals” cloth, a kind of tapestry ma- 
terial, in a combination of colors, and 
with kid trim. 

Lizard and water snake leathers in 
the lighter shades are popular; also 
Dresden calf, an imported printed calf- 
skin. Low heels are not wanted; the 
higher the better seems to be the de- 
mand in heels, and two and one-half 
inch heels are considered low. Double 
straps, center T straps, and instep ties 
are the favorites, with pumps finding 
little sale. 
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ONE DAY 
SERVICE 
ON ALL 

ORDERS 


- Capezio Concave Arch Hard Toe Ballet 
New Balancing Last 

Made of finest ma- 
Long wear, perfect fit and beau- 


is built on the 
(patent pending). 
terial. 







tiful appearance, guaranteed. 


Conforms instantly to the shape of the 
Full stock also in soft toe ballets. 
Black Kid, Black, Pink and White Satin. 


foot. 





Send for samples and 
catalog of complete line. 











aa 
QUSTER BUDE oe 
209 WEST 48°ST. 


NEW YORK CITY 
Dept. C 


Concave Arch 
Means 
Better Value 
and 
Bigger V olume 


f 

















3d 





IN 
STOCK 


36 Pair Cases 









ber heels. 
at your first 


A. W. GREELEY 


12 Duncan Street : 


QUALITY BOUDOIRS. Into 
my boudoirs is put the style and 
wear that mate them the 
boudoir buy on the market. Once 
you get to running on my boudoirs 
you will find that your trade 
value them for their quality and 
are not so much interested in 
price. I carry a stock, black and 
colors, with leather or rub- 


best 


Sample my line 
opportunity. 


Deliveries At Once 





ox 





Haverhill, Mass. ge 








GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no 


means of checking a publisher’s statement of circulation 


and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of yey and methods this 

just the data an advertiser needs. 
i pei and the bright light of verified facts takes 
Space buyers no longer 


Fy Ry 


There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit 
Bureau of Circulations. 


organization is able to 
The darkness 


find it necessary to 











1928 Model 
Fischer Bunion Protector 


YY, 






Over 20 Years of Consistent 
Advertising Has Created a Steady 


Demand for Fischer Protectors 


Year after year, with increasing prestige, the Fischer 
Bunion Protector has been advertised in magazines 
of large national circulation. 


This has resulted in a steady demand from bunion 
sufferers, who welcome the instant relief which the 
Fischer Protector alone can offer. Dealers can bring 
trade into their stores by linking their names with 
Fischer national advertising. The suggestion of a 
Fischer Protector results in increased shoe sales and 
satisfied customers. 


Display the Fischer Protector prominently. 


it in stock. Your jobber can supply you, or write 
us direct. 


N /4, 


Moccasin Work Shoes At the old prices 


In Stock—Immediate Delivery—We have 
not raised our prices! 


Keep 





Fischer Manufacturing Co. 
425 East Water Street 
Milwaukee, Wis. 











201 — (Nailed 


Stock No. 
Shoes Black Dik 


Sturd 


COC eee ee eee eneeeee 


Stock No. 210 — (Nailed) 
Sturdy Black Retan Uppers. 
Leather Outer Soles, Dry woe 


Stock No. 1306—(Goodyear 
Sewed) Sturdy Black Retan 
Uppers, Grain Innersoles, Sport 


“9 | Peerage: $2.2 Comp. Outers, Dry Welt to 
Stock No. 215 — Same, in St 5046066 + ehinmeenee 

ieee $2.25 Stock No. 1305—Same, in 
Stock No. 3039 — Goodyear DY Shigtecttecuucenas $2.35 


Welt, —, Black Retan Stock No. 1206 — Goodyear 
Uppers mp. Soles, Welt, Best Quality Black Elk, 
Leather Middle Soles, Dry Welt Double Leather Soles, ‘‘Uskide’’ 
canseeegeneseese $2.65 Outers, Dry Welt around 
3049—Same in nc bineweewusuie wore 83.00 
$2.65 Stock No. 1205—Same in 

Stock No. 1104—Black Grain Tan Elk $3.00 


Split Uppers with Comp. Soles— Stock No. 200—BOYS' (Nail- 

A bear for wear’’...... 1.90 ed) Sturdy Black Retan Uppers, 
Stock No. 1195—Same, in + Outers, ‘‘Boy-Proof.’’ 
Tn saevhvaveenseseced $1.90 Bisee t 6bdb0008000604 -80 


Orders 7 old prices accepted 


Men’s shoes packed in 12 pr. 
for shipment up to April 15. 


cases—standard size runs. 


J. A. KEMLER, 108 Lincoln St., BOSTON 
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ARE YOU INTERESTED? 
Women’s $3.00 to $6.00 Retailers 


Our style pickers are continually cre- _ our lines represent superior quality 

ating quick selling models. We and styles to retail at these prices. 

ew on a large scale and work _— To get in touch with us means addi- 
“low over-head’’; consequently _ tional profits to you. 


LAZARUS FRIED & SONS, Inc. 


i 120 DUANE ST., NEW YORK CITY 
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For Pumps Smart Buckle For Oxfords 


With crown up- With crown 
ward gives a For OXFORDS downward 
stylish effect gives a trim 
to any slip- as well as PUMPS effect to an 
per or Patented oxford or 








pup. Gives a neat, trim, and stylish effect tie, fast 
to every shoe. Can be instantly at- ens and 
tached or removed without leaving hides 
any marks on the shoe. t he 


laces. 


Assortment of one-dozen pairs of Silver 
Oxide, Antique Gold and Enamel Buckles 
at $8.00 F.O.B. New York City. 


AMBECOR CORPORATION 


321 Broadway, New York 

















Can You Speak the Language 
of Your Business? 


Do you know the meaning of all the terms used in the shoe and leather trade? Can 
you make a good impression on a customer by calling things by their correct names I. 
and answering questions in an intelligent manner? f 


If you can't—you need the 


“Shoe and Leather Lexicon” 


An authoritative dictionary of the terms used in the shoe and leather trade. The price 


of the Lexicon is 
50 Cents 


(Cash with order) 


Boot and Shoe Recorder Publishing Co. 


207 South St. Boston, Mass. 
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THE QUALITY 


| the “Tron Horse” 


ACK in the fifties, there was always an awe-inspired 

crowd on hand to welcome this mechanical marvel 
whenever it pulled into a station with a clattering roar. The 
American locomotive, at this stage of development, was a 
gaudy affair, with gleaming brass rods. The pride of the 
fifties, however, would be dwarfed alongside the huge mon- 
ster of today. A similar comparison of footwear would also 

reveal the amazing progress made in shoemaking 


during the past seventy-five years. 
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The uncomfortable stub toe 
characterized the shoe of 
1857-1858. Today the box 
toe is the secret of the shoe’s 
smartness, its lasting beauty 
and perfect toe ‘comfort. 
Manufacturers interested in 
improving the quality of 
their shoes are using (elastic 
—The Quality Box Toe 


USAC 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum charge 75c. 
7c. per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be ees same week. 
Otherwise insertion will be put over to the following week’s issue. 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 























SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








We are increasing our sales force and 
have several opportunities to offer 
men acquainted with dealers who sell 
work shoes. Can be carried as a side 
line in some territories. Write full 
details in first letter. 


Goodwill Shoes 


For Hard Service and LonoWear’ 
oO 











WANTED—SALESMEN 


‘Western factory. Men’s and boys’ 
popular priced calf skin shoes in 
stock. 6% commission. Drawing 
account to responsible men travel- 
ing by auto in following terri- 
tories: (Correspondence strictly 
confidential) 


Illinois Iowa Kansas 


Address D-367, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 








Texas, Alabama, Pennsylvania, Delaware, Maryland, Western New York 
High grade Boys’ Welts. 
established following. 


conflicting line. 


Liberal commission basis. 
Give full particulars with application. 


We have these territories open for experienced salesmen with 


Can be carried with high grade non- 


NEENAH SHOE COMPANY 


M h 


wi ‘in 





A Golden Opportunity for Live 
Experienced Shoe Men with 
Good Following 


The “House of Winnérs”—The fastest 
and easiest selling -line of women’s nov- 
elty shoes on the market today at two 
eighty-five and three thirty-five. Have 
the following territory open: Illinois, 
Indiana, Missouri, Kentucky, Tennessee, 


Georgia, Iowa, Nebraska, Wisconsin. 


Straight liberal commission. Write at 
once giving references and other infor- 
mation in first letter. 
Our Spring line, which is a revelation 
to the trade is ready. 


FASHION SHOE COMPANY, INC. 


—, Rg mm Avenue, 
t. Louis, Missouri 











Wanted 


Resident salesmen to sell men’s 
shoes to retail at $5.00 and $6.00, 
in 

Illinois and Indiana, 

Iowa and surrounding 

territory, 

Texas and Arizona. 
A make up line with seven of 
the best sellers in stock on a 
straight commission basis that 
will show you a real income. 
Address D-392, Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 























Rare opportunity for salesmen who sell the re- 
tail trade. Act as Field Men for the Federated 
Shoe Stores of America, offering a group buy- 
ing service to Independent Retailers. One man 
to a State. Must come well recommended. No 
objection to carrying other lines. Mention 
State most familiar with in letter. For de- 
tails, write to 104 Albany Building, Boston, 
Mass. 











W ANTED—Side line salesman with estab- 
lished trade to carry a medium grade of 
Goon for retail trade, all territories open. 
When replying please state line now carrying. 
Address 372, care Boot and Shoe Recorder, 
207 South gg Boston, Mass. 





ONE of the largest manufacturers of women’s 
nationally advertised welt and McKay shoes 
has three openings in its sales organization: 
one to cover most of state of New York outside 
metropolitan district; one to work Chicago along 
with present salesman; and one to cover Detroit, 
Milwaukee. The Chicago and New York men 
might be permitted to handle other non-conflict- 
ing lines. Address D-364, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, III. 





ALESMAN, MICHIGAN AND INDIANA. 
One of the oldest and largest manufacturers 
of women’s welt and McKay shoes whose 
branded line is nationally advertised has made 
a transfer that leaves these two states open. 
Established business. Only man acquainted in 
the territory with a record that will bear closest 
scrutiny, and under forty, will be considered. 
Address - full confidence and enclose p! 
Box D-365, care Boot and Shoe eeceder, 189 
Ww. Madiogn St., Chicago, Il 


OUNG man with a following in the trade 
to handle line of popular priced men’s, boys’, 
women’s and children’s shoes in Chicago terri- 
tory. Address D-389, care Boot and Shoe 
Recorder, 189 West Madison St., Chicago, Ill. 


SALESMEN Wanted to carry one of the best 
lines of leather and satin slippers in the 
market on strictly commission basis. All terri- 
tories open outside of New York and New 
Jersey. To men who can show results, better 
arrangements will be made regarding commis- 
sion. Address D-388, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. 


SIDE LINE MEN for Michigan, exclusive of 

Detroit and vicinity, on straight commission 

basis, for “Spring Arch’? and “World Beater” 

a shoes, in-stock. Brandau Shoe Co., 248 
. Jefferson Ave., Detroit, Mich. 











FOR SALE 


FOR SALE—48 American Seating Company 
shoe store seats, American walnut finish, 
upholstered in tan Spanish Pantasote. Perfect 
condition. Price $5.00 each, which is less than 
1/3 actual cost. Maas Bootery Co., c/o Maas 
Bros., Tampa, Fila. 


F OR SALE—Shoe and Furnishings Goods 
Stock in Farmington, Maine. A shoe store 
since 1887. Shire town of the County. An 
educational center having State Normal School 
(the largest in the state), Abbotts school for 
boys and fine town schools. Great place to 
educate the whole family at minimum cost. Am 
about to retire. Address H. C. Russell, Farm 

ington, Maine. 











FOR SALE 


Famiiy shoe store eastern central Ohio 
town of 5000 population. Very good 
manufacturing and rag | district. Good 
location in new building 20 x 80, modern 
front built for display of shoes. Stock 
invoice eight to ten thousand. Long 
lease. Write D-376, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 
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FOR RENT 


BUSINESS OPPORTUNITY 





STORE room for rent, 20 x 100. Will remodel 

front to suit. opening for shoe store. 

Across from the theatre. Good location. Write 

Eroveniet, Mr. Carl Polifka, 643 Hampshire 
» Quicy, Hl 


FACTORY WANTED—Slater, Mo., wants a 
factory. Can furnish 600 girls, 400 men, 
factory site on railroad, generots building 
funds. Interested manufacturers communicate 
with Champ C. Ray, Slater, Mo. 
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BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 


LINE WANTED 








buying group. 


Address— 


WANTED! 


A few shoe stores or Department stores to complete an associated shoe- 


Write for definite information and receive the benefits of group buying. 


TUTTLE SERVICE 
206 Essex Street, Boston, Mass. 


This service is operated by C. B. Tuttle, for fifteen years a chain store buyer. 
accounts solicited that can pay their obligations in 30 days. 


Only 


I CAN SELL $400,000 worth of ladies’ nov- 
elties and Arch Support Shoes in New 
Must have 
shoes of snappy designs to retail from $3.00 to 


Jersey to chain, department stores. 


care Boot and Shoe 
Boston, Mass. 


5.00. Address D-382, 
ecorder, 207 South St, 


ANTED—Women’s Novelty line retailing 

from $5.00 to $8.50 for California s 
Oregon and Washington. Have had ae yee 
experience in managing retail store llege 
Graduate, age 28, married. Line must be direct 
from manufacturer. Address D- 379, care Boot 
ot Shoe Recorder, 207 South St., Boston, 
Mass. 





ALESMAN, acquainted in New York City, 

Brooklyn, Long Island and Jersey, wants 
line of men’s or children’s shoes reasonably 
priced. Prefer in-stock proposition. Have been 
with last employer four years. References. 
Address D-377, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 

















Do You Need a Boston Buying 
Service? 
At a very small cost 


There is some service in Tuttle Service that means 
money to you. 
It is worth a postal inquiry! 
TUTTLE SERVICE 
206 Essex St., Boston, Mass. 


Soliciting only accounts of good rating. 





IRST CL ASS SALESMAN, now employed, 

desires to change, wants a factory line of 
women’s medium price McKays. Must be 
snappy. Have excellent following, Iowa, Mis- 
souri, Kansas, Nebraska. A-1 Reference. Ad- 
dress D-380, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ORK SHOE MANUFACTURERS. I can 

sell $200,000 worth of work shoes to desir- 
able retailers in New Jersey and Pennsylvania. 
Prices must be right and shoes must be sightly. 
Address D-383, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


WANTED, for Virginia, Carolinas, Georgia 
and Florida. children’s, in-stock, line stitch- 
downs and _ welts, for volume trade. Am now 
employed, but could make change for coming 
season. Have established trade and best refer- 
ences. Address D-391, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


POSITION WANTED 




















WENTY-FIVE THOUSAND DOLLARS 

will purchase a Shoe Factory equip and 
all ready to run. Reasonable terms to the right 
party. Factory situated in low wage centre. 
Taxes and Rent nominal. Lowest Overhead 
Cost in New England. We can guarantee the 
sales of a considerable portion of the production. 
A small investment will put the right man in 
a paying business. Address D-378, care Boot 
-_ Shoe Recorder, 207 South St.. 

ass. 


Boston, 








COLLECTIONS 








Collect Your Own Accounts 


With a New ‘‘Self Collection System" 
published by Federal Collection Associa- 
tion, Hartford, Conn. (Established 1909). 
System is Guaranteed to Collect its Cost 
or Your Money is Refunded. 

It is Collecting Delinquent Accounts 
for Shoe Merchants who fill out the letters 
—and receive all remittances themselves. 

Complete System costs only $5.00, con- 
sisting of (56) Money-Pulling Typewritten 
Collection Letters on Federal Letterheads, 
giving them Wonderful Pulling Power. 

Debtor Sends Money Direct to Creditor 
by a Novel Plan. 

Write them TODAY for fullest informa- 
tion without obligation. 

















WANTED TO PURCHASE 








for entire shoe stocks. We also bay 
eS aoe one. Quantities no 

or wholesale. Short term leases taken 
e@ your imnds. Wire or phone us. Corre 














HELP WANTED 





ENERAL Manager’s assistant for chain 

store organization. Sales promotion pro- 
ducer, man with extensive chain store experi- 
ence. Excellent opportunity, state age, expe- 
rience in detail, salary and nationality. Address 
D-393, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





XPERIENCED SALESMAN AVAILABLE. 

Has thoroughly covered chain store, depart- 
ment store and wholesale trade on Atlantic 
Coast territory, Middle West and South. A 
splendid record of service will be furnished any 
reliable manufacturer. Has also had experience 
in styling and cost work. Address D-381, Boot 





and Shoe Recorder, 207 South St., Boston, 
Mass. 
OUNG MAN—Married, capable manager, 


window trimmer, and shoe salesman, six 
years’ experience, past two years as manager. 
Best references. Address D-384, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








MERCHANT NEEDS 














$1.45 Each 


According to Size 


American Walnut Finish 


Immediate Delivery 


THE OSCAR ONKEN CO. 
611 West 4th St. 
CINCINNATI, OHIO 











UYER AND MANAGER with 15 years’ 
experience would like to connect with a re- 
liable house desiring a capable executive for 
Shoe retailing. Place no object. Age 35. Ad- 
dress D-385, care Boot and Shoe Recorder, 207 


South St., Boston, Mass. 
IVE WIRE RET: AIL SHOE SALESMAN, 
ten years’ experience, best references, five 


years with one firm, wishes position with good 
firm in live city. Will accept at once. At 


present in Indiana. Prefer West, Southwest 
or Central States. Address D-386, care Boot 
and Shoe Recorder, 207 South St., Boston, 


Mass. 


HOE BUYER AND MANAGER. Thoroughly 
experienced executive desires connection with 
retail store or shoe department. Fifteen years’ 





experience, ten as manager and buyer. Highest 
references as to character and ability. Address 
D-387, care Boot and Shoe Recorder, 189 W. 


Madison St., 
RETAIL BUYER AND MANAGER, fifteen 


Chicago, Til. 


years’ experience, women’s shoes, desires 
new connection. Thirty-two years old and mar- 
ried. Successful past and excellent references. 


Address D-390, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


ANAG SER “AND BUYER:—Fifteen years’ 

of buying and selling experience in Medium 
and High grade shoes. Sound ideas in modern 
merchandising methods. At present employed. 
Best of references. Prefer West or Northwest. 
Address D-394, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


Information for Shoe Merchants 


The advertising pages of the Boot and 
Recorder stitute an almost inexhaustible an 
o@f information as to where and what to buy. 
They are worthy of your closest attention, 
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} What Royal 

Waterproof 
Leather Dyes 
and Renewers 
Will do to the 
Leather for Shoes. ‘ 


4 t It will make the leather waterproof; and 
im give a fine lasting lustre finish to the 


—— 
The CAHILL CARTON 


THE CARTON THAT OPENS IN 





leather. If soiled, just clean with water. 
The leather will not break or crack, and 
the shoes will not burn your feet as ~ 


pores of the leather stay open. You wi 

= 4 aout i of — and ong through THE FRONT 
applying the dyes to e leather. 

We make four different compounds of water- BEAUTIFUL COLORS 
proof Black and colored dyes. q ANY SIZE 


bie In Patent, Glazed, Gold Lacquer finish and 
¥ all general leather dyes for the trade—all 
waterproof. > 


Sample bottle 30c any compound. 


EMIL RUBLACK 


Office and Salesroom 
140-142 West Broadway ‘ 
New York, N. Y. 
Established 1903. 
a nn | and works, 
4 Bergenfield, N. J. 


SHIPPED KNOCKED DOWN 
Write for Samples and Details 





HARRISBURG, PA. 


HARRISBURG, PA. 




















~~ 








HOLFAST 


The Wonder Buckle 
Holder! 


an 










—s 






































OME H-W chairs are in 

keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 





Inquire Your Jobber or Direct 


Deauville Import Corp. 
45 W. 34th St. 
New York 







more, in, Stems Buffalo, 

N. Y.; Chicago, IIL; mote City. Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St. Louis,Mo.; Port, 
» Oregon; San Francisco, Calif, 









AVINDOW 
DISPLAY Fi FIXTURES 


SEGALLE "SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 





N=) 


The DISTINCTIVE arid 
PERMANENT MARK 


| oe » PG OL ERS 
WEAVING CO. 


44 TOW 3B4THST. NLY.L.C 
if WISCONSIN &I30 

























Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our price before 
placing your order 


Milbradt 


2416 No. 10th Street 
ST. LOUIS, MO. 





Manufacturing Co. 








QSTABLISHED 1390 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


363-27) LEXINGTON AVE., BRODKLYM. mY 


AMERICA’S GREATEST 
SHOE CARTON @& LABEL MPCS 


EVERY 
KNOWN TYPE 


of 
DISPLAY FIXTURE 

















WANTED TO PURCHASE 








Sell Us Your Left Over 


New Yorse Export Puscuasine Coar. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











CASH PAID 


for emtire ehor stecks of sErpius stories 
shoes or other merchandise. Any quantity 
Prompt attention given. 


KIRSCH-BLACHER CO., Ix 


622-624 Broadway, New York, N. * 
Phone Spring 1443 
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Berland’s in Fort Worth 


Fort WortH, Tex. (UTPS)—Ber- 
land’s, Inc., a shoe firm which now op- 
erates in 30 of the principal cities of 
the United States, opened a store here 
at 413 Houston Street, in the Westbrook 
Building, Saturday, Feb. 25. 

Novelty footwear for women at pop- 
ular prices is featured. The store also 
carries a line of women’s hosiery. 

Oscar Grosberg is the Fort Worth 
manager. T. W. Stuever, representing 
the firm, had been here several days 
prior to the opening, making arrange- 
ments. 

The new store is attractively equipped 
and located. 


Tuttle-Scott Store 
Preparing to Quit 


MINNEAPOLIS, MINN.—Tuttle - Scott 
Store, Inc., 24 South Sixth Street, 
have begun to sell out stock and equip- 
ment. The sale will last about a month, 
it is expected. When G. R. Kinney Co. 
bought the Tuttle-Scott Minnesota 
stores in Winona, Hibbing, Rochester 
and St. Cloud two weeks ago it did not 
include the Minneapolis stores, as Kin- 
ney already has a site in both the Twin 
Cities. It is understood that rent re- 
quirements have led to the move. Tut- 
tle-Scott followed Endicott-Johnson two 
years ago in September, enlarging the 
store to a capacity of about 8000 pairs 
of shoes, although the stock was only 
about half the value of $40,000 carried 
by the former company. J. Acaster, 
who was with Endicott-Johnson six 
years, is still manager of the Tuttle- 
Scott store. 





Abundance of New Styles 
Shown in Boston Stores 


Boston, Mass.—The new creations 
for spring are appearing in windows in 
browns, ranging from a deep, rich, 
brown to a light parchment shade; in 
many blacks, with a sprinkling of reds, 
dark blues, and combinations. Some 
houses are clearing out odds and ends, 
or slow selling numbers that they had 
bought earlier in the spring. In wom- 
en’s shoes the volume sellers are blacks 
and browns; patent leather is a favorite 
in the black family, so is black kid. 

In men’s shoes, black is shown the 
most prominently, and still sold in the 
biggest volume; many rich tans in 
grains are also well displayed for mas- 
culine feet. 

In the black family for women, one 
again notes black satin in pump and 
strap patterns. A brand new number 
which a local retail shoe merchant re- 
ported that he was going to put in his 
stock is in black satin with red upper 
trim and red heel; there is a red strap 
loop fastening, and a narrow red 
appliqué on vamp. Dark blue kid has 
already become a popular number in 
many retail stores, and many light 
beiges in suede, either plain, or with 
trims in slightly contrasting shades. 

Some stores are showing all-over 
lizard shoes, and others suede and kid 
with lizard trims. There are a few light 
gray kid straps, as some high-grade 
stores report that their clientele de- 
mands shoes of this type as a part of 
their wardrobe. 


Cincinnati Retail Trade 
Shows Some Improvement 


CINCINNATI, OH10—Business in retail 
shoe circles shows an improvement over 
last week but is still far from good. 
Merchants feel confident that a break 
in the weather will put sales back to 
normal. Light and varied colors in 
women’s wearing apparel are coming 
out for spring and summer and retail- 
ers think that shoes to match the en- 
semble will be the vogue, this being 
especially true with evening gowns and 
slippers to match. Ties continue to sell 
well in medium-priced footwear, while 
it seems that pumps and straps move 
best in the $5 grade and $15 grade. 
Colored kids and black patent are sell- 
ing better than anything else at pres- 
ent, although a sprinkling of reptiles, 
trims and whites are moving. 

“We are getting plenty calls for 
black patent pumps and straps,” re- 
ported John Kipp, manager of McAl- 
pin’s Shoe Department. “Colors are 
getting a bad start but some real spring 
weather will overcome this. We expect 
trims and combinations to be very good 
in late March and on through spring.” 

“Patent leather in misses’ shoes is 
very good,” said W. Schweitzer of Pot- 
ter’s Sub-Deb Department, “although 
colored sport shoes are very popular 
among little ladies from six to sixteen.” 

“We have some light lizard and beige 
combinations that we are expecting to 
be good movers,” reported A. B. Kelly 
of Arnold’s. “Blacks and trims are our 
best sellers at present and some plain 
colors are being called for. Grey en- 
sembles are being shown pretty exten- 
sively for spring and we expect to 
match these with grey kid shoes.” 


French Beige Kid have been our fastest 
sellers since the new store was opened 
on Feb. 25,” said P. S. Wickham, man- 
ager of the Cantilever Store. 


Hot Springs, Ark., Is 


Hor SprinGs, ARK. (UTPS)—This 
resort seems to be a mecca for men in 
the shoe industry. 


Miller, New York City, of I. Miller & 
Sons, Inc., accompanied by their wives 


Konheim, New York, secretary of the 


man, manager of the Detroit, Cleve- 
land, Buffalo and Rochester I. Miller 
stores. 

Recently the shoe colony was _ in- 


Rickard, of the Rickard Shoe Company, 
Haverhill, Mass., one of the leading 
manufacturers of high grade feminine 


footwear. He has not missed an an- 
nual vacation here in over twenty 
years. 


Harry Silver, buyer of men’s shoes 
for O’Connor and Goldberg, Chicago, 


here. 








pany of Dallas, who has already been 
here for several weeks, plans remain- 
ing several weeks longer. 

Ike Kempner, president of the Gus 





Blass Dry Goods Company of Little 


Leonard Volk, of the Volk Shoe Com- | 


“Cut-out ties of Honey Beige and | 


Mecca for Shoe Men | 


I. Miller, George Miller and Charlie | 


have been here for the past two weeks. | 
Other members of their party, Jerry | 


Miller enterprises, and Morris Mittle- | 















E OCEAN 


ON TH he FRONT 
Breakers 
ATLANTIC CITY N.Z 


Styles may come and styles may go—will your 


good health 

in Atlantic 

Joel Hillman 
Presi 


&, on forever? Guard it by a resi 
ity at The Breakers. 
Julian A. Hillman 


ident Vice-President 








OF 9 UT wie: WAAL . 
ATLANTIC CiITv 1 
For An Unusual Winter Outing 
Boardwalk whereon it 
modern ss the times... its 
gest best located on the 
front . . . its appointments and service 
8 delight to the discerning. 


Cutsine par excellence. 
Hostess Golf Dancing 
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Rock and of the Kempner shoe stores 
of the Capital City and Hot Springs, 
is also here. 
| George J. Marrott and G. A. Efroym- 
| son, Indianapolis shoe dealers, are ex- 
| pected in the next day or so for a 
| month’s visit. 


‘New York Shoe Council 
to Hold First Meeting 


NEw YorkK, N. Y.—The Shoe Mer- 
chants Council, Inc., which is the re- 


| organized Retail Shoe Dealers Asso- 
| ciation of New York, will hold its first 


creased with the arrival of Edward M. | 


| meeting since the reorganization at the 
Advertising Club next Monday, March 
19, at noon. John Holden, president 


| of the old association and head of the 
| new council, will preside. 


_ Several important matters pertain- 
ing to the formation and scope of the 
new organization will be taken up. 


| There also will be discussions on the 


white shoe prospects and on advertis- 


| ing. ° 


accompanied by Mrs. Silver are also | 


The new council, which will function 


| somewhat differently from the old as- 


sociation, plans to hold meetings 
monthly, hereafter, probably at the Ad- 


| vertising Club. 


_Articles incorporating the new coun- 
cil and disbanding the association have 
been filed at Albany. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe: merchants. The chief purpose of THE Boot anp SHOE REcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


THE MISSING LINK TO PROFIT...... Pe en ae 51 
How One Man Got Out of the Red. 
FooTwEAR STYLES Hop Orr WITH 
PIED. 6 cons cerns vee-sdnewese Aviation’s Influence ........... 52 
THE VOICE OF THE RECORDER....... Opinions of the Editor......... 54 
THE PROSPERITY OF YOUR BUSINESS. A Progressive Story .......... 56 
Two HIpEs FrRoM ONE Cow........ Lege FON c.cisiccicvecvess 57 
Increasing Usable Area. 
DoES THE CHEAPLY MADE MAN’S 
SHOE RUIN THE FOOT?.......... By Fred A. Gannon..........+. 58 
THE INDEPENENT MERCHANTS FORM 
MED cociccmiengetees Pie ietaie eI 5565s SC hgcicinee Sees 60 


Fighting Chain Stores in New 


Castle, Pa. 


REPLACEMENT PRICES URGED ....... At Northwest Convention ...... 62 


BLOWING OFF THE FROTH......... Ba BL. PHAR .6cccsvsevewvs 63 
More Debunking. 
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News of the Travelers. 
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SUBSCRIPTION RATES 
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with which it is to take effect. Duplicate copies cannot be sent to replace those undelivered 
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the old one, inclosing if possible your address label from a recent copy. 
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Beckwith Mfg. Co., Boston............... 100 
Cahill Carton Co., Harrisburg, Pa....... 96 
United Shoe Machinery Corp., Boston, 
See Whbdwh950506.050065060eR0 12, 22, 66, 93 
Whittemore Bros., Cambridge, Mass...... 72 
MISCELLANEOUS 
Breakers, Atlantic City, N. J............ 97 
Glauberg, Max, New York City.......... 95 
Kirsch-Blacher Co., New York City....... 96 
a , Se B., Co., Ine., Brooklyn, 

[iP We Suattnseckesiwauneeenadetvscadas 96 
Morrison Hotel, Chicago, Ill.............. 31 
New York Export Purchasing Corpora- 

Gem, Mew Terk CRP. ..cccccccsvecccces 
St. Charles, Atlantic City, N. J.......... 97 

SHOE ORNAMENTS 
Ambecor Corp., New York City.......... 92 


Deauville Import Corp., New York City... 96 


Hy-Grade Slipper Supply Co., New York 


WE Had Vudedss0vudaedbtaeekseeecKanden 90 
Maison Mann, Inc., New York City...... 87 
Trifari & De Alteriis, New York City.... 87 
Veith, A. & H., Inc., New York City.... 87 





99 


Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 

















OW to catch the public eye at 

a ten-dollar expenditure as 
effectively as the big city store does 
with twenty times the cost—brains 
will tell in springtime. 


ONTROVERSY makes good 

reading—facing E. A. Filene 
with his “mass production” theory 
is a traveling shoe salesman—every 
reader likes a fight—here it is— 
what is more, we won’t tell now who 
takes up the spear for the cause of 





individuality—you must read _ to 

learn. 

cAR we merchandise rich— 
money poor? The selling 


methods of the next six weeks need 
extra-extra attention—read O. P. I. 





for Bad B. P. 








Sees eee — etd 


+S ve ibis SeaRE 





¥ 2 me yIe~y See 


I AS SRM EN 9 SHH 
SERRE 
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|| smisible MIDDLESOLE ‘Bottomyiller 


A PY 







Illustration in oval shows 
cross section of McKay 
sewed shoe filled with 
INVISIBLE MIDDLESOLE 





INVISIBLE 
MIDDLESOLE 



























“UNIVERSAL” ( - 
by Pedigo-Weber Shoe Co. AQ 


St. Louis — 


STYLE~BUT NOT STYLE ALONE 


(One Pedigo-Weber Shoe Company, outstanding manufacturers of 

women’s fine footwear, are using INVISIBLE MIDDLESOLE as a means 

of providing better wearing qualities and greater comfort in their 
STYLE CREATIONS 


additional talking points for your sales people — spe- 


Mr. Shoe Buyer = INVISIBLE MIDDLESOLE will mean 
cify that your manufacturer use it in your next order 


BECKWITH MANUFACTURING COMPANY 
eManufacturers of Uulco “Products 
STATLER BUILDING BOSTON, MASSACHUSETTS 
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